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Eftablished 1848 
160 Front Street, New York City 


Mineral Point Zinc Company + The New Jersey Zine Sales Co. 
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OW you are able to get Standing 
Seam Horse Head Zine Roofing. 
It is shipped in casks complete with 
nails, clips and instruction sheets. 
Each cask is sufficient to cover one 
square. 
Zine roofs endure. They do not rust. 
They need no protective coatings. 
They will not leak. 
If your regular jobber cannot supply 
you, write us direct. 
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beautiful finishes 
Gun Metal Blue- 
White, Blue and Gray 
Porcelain Enamel. 






Now made in four 
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where other 

ranges rust out 
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AMERICAN ARTISAN courteously invites and urges you to participate in 
the privileges and benefits of its Service Department. Any phase of the warm air 
heating and sheet metal industries or stove sales and window d'splay questions may 
be profitably and instructively discussed in this department. If your problem is a 
knotty or technical one, submit it to the Service Department and secure the benefits 
of the opinions of other men. It is an exchange information department, and you 
are asked to relate your accomplishments and tell how you have surmounted diffi- 
culties. Wherever possible rough sketches or photographs should accompany the 
questions or suggestions, as they always make clear the points involved. Use this 
Service Department freely; it is yours. 
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Sell the Profitable and Easily Erected 


UTICA HEATER COMPANY 
COMPLETE LINE OF WARM AIR FURNACES 





SUPERIOR Pipe Furnace NEW IDEA Pipeless Furnace SUPER-SMOKELESS Furnace 





HESE Type ‘“‘A” Furnaces are most easily and quickly 


P k t \ : erected. They have patented casing connections, frameless 
OC KeT-SIZE . 
feed and frameless ashpit doors, one-piece radiators and many 
k f f : : ‘ " P , 
Book of Information important improvements in details of construction. All parts 
and Catalo 6 O f are completely standardized. 
Highly Improved SUPERIOR Pipe Furnaces 
Warm Air Furnaces A splendid heater that practical furnace men enthusiastically endorse. Em- 
bodies several exclusive improvements. Recognized for over forty years as 
(COMPLETE, onnien end thh~~-an, standard warm air heating equipment. Surprisingly accurate in fit as well as 
tains tables of sametee, meee 7 mad attractive and impressive in appearance. 
sizes: heating regulations; methods of figur- ‘ 
ing installations, etc. A valuable book for NEW IDEA Pipeless Furnaces 


use on every job. ; es , 
he Thousands in successful operation in coldest parts of the country. Simple to 


install, technically correct in proportions of warm and cold air passages, heat- 


FULL OF ing areas and combustion space. Floor register requires small floor opening. 
JITICA 
nae |) | USEFUL SUPER-SMOKELESS Furnaces 
PANY 
Y mara’ R DATA & Burn soft coal smokelessly and without soot—made in pipe and pipeless models 
FURNACES WORTH - in all sizes. Remarkably successful and permanently durable—a wonderful 
( ) WHILE sales developer for progressive heating men. Be sure to investigate this 


exceptional heater. 





HEATING Send for our 1924 Furnace Catalog and Dealer Proposition 
FACTS — 

sendfor | UTICA HEATER COMPANY 
Your Copy UTICA, New York 








218-220 West Kinzie Street, CHICAGO, ILL. 
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Two Million and a Half Kitchen 
Ranges Will Be Bought in- 
1924— Sell Your Share! 


HE average life of a kitchen range is less 
than fifteen years. 

There are, of course, many well made 
and well treated ranges that last much longer, 
but it is nevertheless a fact that every one of 
the twenty-two million ranges now in use 
must be replaced within the next fifteen years, 
so far as numbers go, although many of those 
which were bought fifteen years ago will still 
be in service and operating satisfactorily. 

This means that from a replacement stand- 
point, there is a market for a million and a 
half ranges every year. 

In addition, we have the fact that more than 
one million newly married couples go to house- 
keeping every year. 

So that there should be a ready sale for 
something like two and a half million ranges 
in 1924. 

Speaking in percentages, this means that 
for every 5,000 population there is a sale for 
115 ranges—this year and increasing every 
year following. 

But many of these 115 ranges will not be 
sold, because of lack of enterprise and aggres- 
siveness on the part of so many retail sellers 
of stoves and ranges. At least, they will not 
be sold by those who, by their location, should 
be the ones to sell them, although they may be 
sold by “‘stove peddlers” or mail order houses. 

For the day has gone by when stoves and 
ranges can be sold profitably by waiting for 
people to come in and buy, without solicita- 
tion of some sort. 

It may be by letters or mailing cards; it may 
be by newspaper or circular advertising; it 
may be by billboards; it may be by personal 
canvas; it may be by a combination of two or 
more of these methods—but without going 
after business aggressively the volume of sales 
will neither justify the carrying of a reason- 
ably sized stock, because the returns, in shape 
of net profits, will not pay for the investment. 

On the other hand, the stove merchant who 


lives up to his opportunity, seeks out real 
prospects and keeps after them, will secure 
~more than his normal share of the stove and 
range business, with its additional net profits. 

And he will not be acting in an unfair man- 
ner toward his fellow merchants. 

On the contrary, he will be rendering them 
a service by keeping the money in the com- 
munity rather than allowing it to be sent away 
to a mail order house or stove peddling manvu- 
facturer. 

And he is rendering the housewives a real 
service, too, because by inducing them to buy 
from him, he is also making it certain that if 
anything should go wrong—and thing's some- 
times do go wrong even where the best of care 
has been taken, because of somebody’s care- 
lessness or because of accident—they can have 
it fixed without having to wait for an outsider 
to send a suggestion for a remedy: He will 
be on the job and have the range ready again 
for service on short notice. 

3ut these 115 ranges per 5,000 population— 
your share of them—will not be sold unless 
you get busy right now—this month—and 
make a definite effort to close with some of 
vour prospects and to find new ones. 

And the winter months are not bad months 
for sales*of kitchen ranges, as we have shown 
by numerous examples. 





People will buy ranges in February as well 
as in August. In fact, they will buy them any 
day or any month you make up their minds for 
them to buy. 

Without knowing positively the manufac- 
turer’s price of any range, we feel that we can 
state this as a definite fact that prices fér 1924 
will not be lower than they were during the 
fall of 1923, and they may be higher if there 
is a material advance in raw material prices. 

So let every stove merchant who is worthy 
of the name, get busy and make every possible 
effort to secure his full share of the two and a 
half million ranges that will be sold this year. 
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No Real Benefit Is Derived from 


Competition 


Based Upon 


Ignorance of True Costs. 


N the opposite page is quoted the essen- 
tial part of a ruling laid down last week 


by Harry L. Daugherty, United States 
Attorney General, the effect of which if sus- 
tained by the Federal Court, will be that much 
of the helpful work which has been done and 
is planned to be done by trade associations will 
be thrown on the scrap heap as against the 
anti-trust law. 


Mr. Daugherty, in effect, says that if John 
Smith tells his fellow members in the authors’ 
association what it cost him to produce his re- 
cently published 400-page book, he is break- 
ing the law, because one or more of them may 
take advantage of this information and de- 
mand two cents more royalty from their pub- 
lishers. 

His ruling means that a local association of 
sheet metal contractors, for example, may not 
take up for consideration the cost figures of 
any contract which one of its members has 
already secured or finished, because to do so, 
Mr. Daugherty says, 

“The spirit of comradeship created by this con- 
fidential exchange of information of this character 
necessarily prevents the free competition between 
them which would otherwise prevail.” 

Mr. Daugherty’s ruling is, of course, not 
the final word. That can only be assured by a 
decision of the Supreme Court of the United 
States. 


But until such a decision is rendered, the 
ruling may interrupt some of the good work 
which such organizations as the National As- 
sociation of Stove Manufacturers, the Midland 
Furnace Club, the National Association of 
Washing Machine Manufacturers, the Nation- 
al Retail Hardware Association, and many 
others have been doing, and by which condi- 
tions, basically wrong, have been materially 
improved—with benefit not only to those di- 
rectly involved, but also to the general public. 

For example, in a local association of sheet 
metal contractors, the matter of gutter hang- 
ing may have been discussed from a cost 





standpoint. A member may have been doing 
this work at a price which was too low to 
yield him a profit. His price may have become 
the basis for contracts with other shops, with 
the result that none of them made any profit 
on such jobs. 

Invariably, the quality of the goods and the 
grade of the work becomes poorer, and within 
a short time the public arrives at a point where 
it pays good money for a poor job or a poor 
article. There is no exception to this rule, 
whether Mr. Daugherty tries to make his rul- 
ing stick or not. 

On the other hand, by a free discussion of 
the items which enter into the cost of hanging 
the various types of gutters, the contractor 
who has been doing the work without profit, 
or at too low a profit, is brought to see the 
necessity for demanding a higher price—one 
that will yield him a reasonable profit. 

But Mr. Daugherty says that trade associ- 
ations must be prohibited from distributing 
such information among their members. To 
be sure, they are allowed to gather the infor- 
mation, 


“Provided it be strictly guarded” * * * 
and * * * “distributed through a responsi- 
ble medium, like your (Commerce) Department.” 


When Edward N. Hurley was Chairman of 
the Federal- Trade Commission, trade associ- 
ations were encouraged to engage in spread- 
ing the gospel of “True Costs,” because it al- 


ways resulted in benefit to the ultimate con- 
sumer, as well as to the men engaged in the 


trade or industry under discussion, but now 
Mr. Daugherty says that they must not do 
what Mr. Hurley said was good business. 

Mr. Hurley is a successful business man. 
We are inclined to believe that Mr. Daugher- 
ty’s ruling will be classed as a very poor in- 
terpretation of a statute which in many re- 
spects has long outlived its usefulness as 
evidenced by the failure, so far as actual re- 
sults go, of the many suits entered by the 
Department of Justice. 
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Federal Attorney-General Daugherty Rules Against 
Distribution of Cost Data by Trade Bodies. 


Maintains That Such Information Is Likely 
to Result in Stifling Natural Competition. 


RADE associations may legally 

collect and turn over to the 
commerce department statistics con- 
cerning production and distribution, 
as well as prices of the commodities 
with which their industries deal, At- 
torney Daugherty has informed Sec- 
retary Hoover. They may not, how- 
ever, circulate such data among 
their own memberships. 

The department of justice, Mr. 
Daugherty said, would consider such 
private circulation contrary to the 
anti-trust act. 

“In my judgment the effect of 
general information as to the con- 
ditions of an industry,” the attor- 
ney general said, “such as the total 
production, shipments, stocks on 
hand, and the average price or 
range of prices, is entirely different 
from that resulting from each per- 
son engaged in an industry receiving 
directly, or through a common me- 
dium, reports which reveal to him 
the exact condition of the business 
of all of his competitors. 

Provides Unfair Advantage. 

“When thus informed, each one is 
invited, and is naturally inclined to 
imitate the conduct of his most suc- 
cessful competitor; and the spirit 
of comradeship created by the con- 
fidential exchange of information 
of this character necessarily prevents 
the free competition between them 
which would otherwise prevail. 

“Those who organize and con- 
duct these associations appear to en- 
tertain the idea that if the informa- 
tion imparted relates only to past 
and closed transactions there can be 
no vioiation of the anti-trust act. 
Such an idea is wholly fallacious. 

Could Not Trust Each Other. 

“It kas developed in the trial of 
cases involving associations that the 
members first agreed upon prices, 
but such a plan did not work be- 
cause the members could not be re- 
lied upon to keep the agreement, 


and the system of exchanging sta- 
tistics was adopted because it was 
found to be the only effective way 
to procure coéperation as to prices 
and production, and such coépera- 
tion would be thus procured even 
in the absence of any positive agree- 
ment, 

“Again the idea seems to be prev- 
alent that no exchange of informa- 
tion between the members, regard- 
less of its extent or character, can 
be unlawful if at the same time pub- 
licity be given thereto through the 
press or some_ governmental 
agency.” 

Not Relieved by Publicity. 

“In my judgment this idea is like- 
wise fallacious. The illegality as 
well as the evil results arise from 
the codperation among the members 
pursuant to a positive or tacit un- 
derstanding, and this coéperation is 
not affected by publicity. 

“Information should be distrib- 
uted strictly through a responsible 
medium, like your (commerce) de- 
partmeat; and I see no objection to 
its being gathered by an association, 
provided it be strictly guarded and 
the association be prohibited from 
ditributing it among its member- 
ship.” 





Just What Tax 
Reductions the Mellon 
Plan Proposes. 

Here is a composite compilation 
of the proposed Republican tax re- 
duction bill popularity known as the 
Mellon tax bill. 

The Mellon bill, first, would allow 
a 25 per cent reduction of taxes on 
“earned income,” that is, on wages, 
salaries and professional fees, in 
contrast to dividends, interest, etc. 
It would reduce the normal tax on 
the first $4,000 of net income from 
4 to 3 per cent and upon the re- 
mainder of the net income from 8 


to 6 per cent. It would not begin 
the surtax rates below $10,000. 

Under this arrangement a single 
person without dependents and with 
an income of $3,000 a year would 
pay only $22.50, as against $40 at 
present. Such a taxpayer with a 
total income of $4,000 would have 
his taxes reduced from $80 to $45. 
The $5,000 income would pay 
$67.50 instead of $120; the $6,000 
would pay $135 instead of $240, and 
so on up to $10,000, which would 
pay only $270 instead of $510. The 
head of a family with two dependent 
children wouldn’t pay at all if he 
earned only $5,000. If he earned 
$6,000 he would pay $15.75 instead 
of $28, and so on up to $234 instead 
of $456 if he had a net earned in- 
come of $10,000 above exemptions. 

The fact that relief. of higher tax- 
payers would stimulate business and 
prosperity, and thus make substan- 
tial incomes more certain for wage 
and salary earner, making it easier 
for them to pay their reduced taxes, 
is an incidental argument, equally 
sound, perhaps more important, but 
not so easily understood as the plain 
fact that the Mellon plan would cut 
taxes on earned incomes up to $10,- 
000 almost in half. 





*The supply of time is truly a daily 
miracle, an affair genuinely aston- 
ishing when it is examined. You 
wake up in the morning and lo! 
your purse is magically filled with 
twenty-four hours of the unmanu- 
factured tissue of the universe of 
your life. It is yours. It is the 
most precious of possessions. No 
one can take it from you. It is un- 
stealable, and no one receives either 
more or less than you receive. Talk 
about an ideal democracy. In the 
realm of time there is no aristocracy 
of wealth and no aristocracy of in- 
tellect. Genius is not rewarded by 
even an extra hour a day. 
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Random Notes and Sketches. 


By Sidney Arnold 

















The other day while I was chat- 
ting with R. W. Menk, he gave me 
the following clipping from the 
Chicago Journal, a “contribution” 
from J. P. McEvoy, which I am 
sure will be appreciated by many of 
my friends. 

Furnaces. 

A furnace is a contrivance that 
takes in coal and gives out smoke, 
dust and ashes. It is designed to 
make you warm, especially under 
the collar, and is most ingeniously 
contrived to generate warmth on hot 
days and coolth on sold days. 

Furnaces are very sensitive to at- 
mospheric conditions. At the first 
symptom of a cold snap they be- 
come paralyzed, roll over on their 
backs, curl up in a hard knot, and 
refuse to function. When spring 
comes down on the world again 
they regain their gaiety and get all 
het up with enthusiasm and vitality. 

Furnaces are usually situated 
down in the basement next to the 
janitor’s apartment, so as to keep 
him comfortably warm, first and 
foremost. How well they illustrate 
the old maxim: “Out of sight, out 
of luck.” They burn hard coal, soft 
coal or coke; it makes no difference 
which, except in the bills. It is 
called hard coal because it’s hard to 
get and hard to take at the price 
when you get it. Coke is coal with 
a past—it has seen life and has had 
most of the stuffing knocked out 
of it. 

Furnaces are regulated by ther- 
mostats, which is from the Latin 


“thermo,” meaning heat, and “stat,” 


399 


an abbreviation of “statso: 

There are hot-water furnaces, 
hot-air furnaces and steam furnaces 
—some of them can be kept supplied 
with coal if a man shovels madly 
twelve hours a day and has someone 
to spell him on the night shifts. 

Our forefathers never knew the 
joy of running a furnace. All they 
had in their artless simplicity was 
a log fire about the size ofa 4-11 


alarm, which kept them toasted a 
light brown all winter. Among those 
who do not know what a furnace is 
are Laplanders, ‘Yaplanders (in- 
habitants of the Island of Yap), 
south sea islanders, and families 
who live on the third floor. 
* * & 

“There is an old saying to the 
effect that Opportunity knocks at 
a man’s door, and receiving no re- 
sponse, departs and returns no 
more. As a matter of fact, Oppor- 
tunity hammers away at a man’s 
door as persistently as a wood- 
pecker hammers a telegraph pole. 
Don’t wait for the big Opportunity : 
accept the little ones offering every 
hour of the day: opportunity to be 
polite to a customer, instead of mak- 
ing him an enemy with unnecessary 
rudeness ; opportunity to be careful ; 
opportunity to do a hundred things 
you have noted that successful and 
useful men have a habit of doing. 
The big Opportunity we hear so 
much about is a combination of lit- 
tle ones we neglect. Opportunity to 
save a little every week amounts to 
a large opportunity in the course of 
a few years.” 

Good common sense, I call it. 
Trouble is that too many of us stand 
around waiting for that sledge ham- 
mer knock, when we ought to have 
our eyes and ears open to recognize 
the little fellow whose appearance 
may not be anything like what we 
thought or whose knock may be 
just a gentle tapping on the door. 

ok * 

“Motives are something that you 
cannot always tell about,” said Bill 
Cover, the Cozy furnace man, who 
presides over the Midland Furnace 
Club, “such as, for example, the 
case of the old colored man in the 
rocker,”’ and then he told this story: 

A Negro called upon an old 
friend, who received him in a rock- 
ing chair and continued to rock him- 
self to and fro in a most curious 
way. 


January 19, 1924, 


“Yo’ ain't sick, is yo’, Harrison?” 
asked the caller anxiously. 

“No, I ain’t sick, Mose,” said 
Harrison. 

There was a moment’s silence, 
during which the caller gazed wide- 
eyed at the rocking figure. 

“Den,” continued Mose, “why 
does yo’ rock yo’self dat way all de 
time ?” 

Harrison explained : 

“Yo’ know Bill Blott? Well, he 
sold me a silver watch cheap, an’ if 
I stops moving like dis, dat watch 
don’t go!” 

x x * 

No one knows better than I the 
danger of words, but evidently A. 
B. Meston, of the Quick Furnace 
& Supply Company, thinks it well 
to impress it upon me again, for he 
sent in the following : 

“Those firemen must be a friv- 
olous set,” commented Mrs. Dump- 
ling. 

“Why ?” 
half. 

“T read in the paper that after 
the blaze was under control, firemen 
played all night on the ruins. Why 
didn’t they go to bed like sensible 
folks instead of romping around like 
cats?” 

There are some people to whom 
even the most innocent remark has 
an ulterior meaning, and the best 
one can do in their presence is to 


remain absolutely speechless. 
Poe 


asked her overworked 


Mcther’s Cooking. 


Mother’s cakes and pies and bread— 
Let him brag and be not led 

Into thinking that yours are 

Less delicious—you are far 

The better cook. Ah, do not fear, 
It’s mother’s love he tastes, my dear. 


Would you have it otherwise? 

Your boys will your cooking prize. 
Don’t you want their praise and love 
When you’ve gone to Him above— 
Would you have them love you less, 
Though another they caress? 


Let his memory beguile— 

Ask him with a loving smile. 

About his mother, wondrous cook, 
Who stirred up cakes without a book, 
And always waited at the gate 

To take his copy book and slate. 


Praise his mother e’en as he, 

Loved forever she should be. 

Make her memory all he’d wish— 

Try to cook some old-time dish, 

Stirring as she did of old 

The mother love which ne’er grows cold. 
—Carlotta Bonheur Stearns. 
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Warm . Air Heating Industry Given Boost 
by Chicago Health Department. 


Claims Whole Problem Healthful and Economical 
Heating Depends Upon Proper Humidity Conditions. 


ERE is an instance where 

the Board of Health of a large 
metropolis unknowingly plays into 
the hands of the Warm Air Fur- 
nace Industry, for is there any 
other artificial heat generator on 
the market today which restores the 
humidity of an artificially heated 
room so readily as does the warm 
air furnace? There is not. 

Then read the following and 
capitalize upon it: 

Moisture in the Air. 

Proper moisture, or humidity, is 
not merely desirable, but is essen- 
tial to health and comfort, says the 
Bulletin of the Chicago Depart- 
ment of Health. Humidity and 
temperature are in close relation 
and both must always be considered 
in connection with ventilation. 

Long ago it was pointed out that 
excessive heat and moisture were 
probably the factors that produced 
the harmful effects of re-breathed 
air rather than its chemical compo- 
sition. To. determine this, experi- 
ments were made in which healthy 
persons were placed in carefully 
controlled, closed chambers until 
they complained of the symptoms 
that one is accustomed to associate 
with badly ventilated rooms. When 
they were allowed to breathe out- 
side air through a tube, they were 
not relieved of the symptoms of 
oppression. When persons inside 
of the chamber were allowed to 
breathe the dead air from without 
the chamber through a tube, they 
did not experience relief. It became 
evident, therefore, that the feeling 
of discomfort was caused by phy- 
sical rather than chemical constit- 
uents of the air breathed. 

The conclusion reached was that 
the heat and moisture produced by 
human bodies in the confined space 
caused the feeling of discomfort by 
its effect on the heat regulating 
mechanism of the body. 

The body heat, given off by per- 


sons congregated in workroom, 
church, theater or other places of 
assembly, raises the temperature of 
the air above normal. With the 
increase in temperature there is also 
an increase in moisture, both of 
which interfere with the normal 
dissipation of heat from the body, 
thus producing a feeling of dis- 
comfort. 

In men and warm-blooded ani- 
mals the heat loss is accomplished 
by radiation, convection and by 
evaporation from the skin and 
lungs. This is brought about by 
dilatation of the blood vessels of 
the skin under control of the heat 
center of the brain. The conges- 
tion of the skin produces greater 
heat radiation and at the same time 
stimulates the activity of the sweat 
glands, leading to further heat loss 
by evaporation. 

With the onset of fall and winter 
in this climate, there arises the‘ ne- 
cessity of living in artificially heated 
air, which has a profound effect 
upon health, because heating as or- 
dinarily done radically changes the 
balance between the temperature 
and humidity of inside air as com- 
pared with the outdoors. It is at 
this time of the year that there is an 
increased tendency to contract pneu- 
monia, influenza, bronchitis and 
other respiratory affections ; and in- 
vestigations have shown that one 
of the major factors in the increase 
of respiratory disease at this time 
of the year is the improper air con- 
ditions of the home and work 
rooms. 


The Best Air Conditions. 

It is generally conceded that 
health and comfort are best pro- 
moted under conditions of physical 
rest and an average air temperature 
of 66 degrees to 68 degrees with a 
humidity of 50 to 45 per cent. The 
humidity and heat must be properly 
balanced ; that is, the lower temper- 
ature must go with the higher hu- 


midity and vice versa, in order to 
maintain the same degree of com- 
fort. A temperature of less than 
60 degrees is more appropriate for 
physical activity and _ stimulates 
mental efficiency and clearer think- 
ing than warmer temperatures, pro- 
vided body warmth is maintained 
by suitable clothing. 

When the amount of moisture in 
the air is very low, as is commonly 
the case in heated dwellings, the 
temperature must range above 70 
degrees for comfort, because the 
low moisture content of the air in- 
creases the rate of evaporation 
from the skin, thus bringing about 
rapid cooling of the body. Con- 
versely, a high humidity retards 
evaporation and cooling and _ re- 
quires a lower air temperature for 
comfort. Air motion is also an im- 
portant factor in body heat regula- 
tion. Greater air motion causes 
more rapid cooling and requires 
higher air temperature for comfort. 
Still air requires lower temperature 
for comfort. 

Few Realize What Are Good Air 

Conditions. 

In the artificially heated homes 
and work places the interests of 
good health call for more moisture 
and less heat than is customarily 
provided in this country. The hu- 
midity, instead of being 25 or 30 per 
cent, practically that of desert air, 
should be 45 to 50 per cent. The 
room temperature instead of being 
75 or 80 degrees should be 65 to 
68 degrees. With both these fac- 
tors changed simultaneously, more 
healthful air conditions will result 
without discomfort. If one factor 
alone is changed, however, the air 
becomes uncomfortable, i. e., it feels 
either too hot or too cold. 

Heat and dryness in the air 
create physical disturbance in many 
individuals. This is readily under- 
stood when we consider that during 
the winter season, we step suddenly 
from a low outdoor temperature 
and humidity of 70 per cent to a 
high indoor temperature with a hu- 
midity of 20 per cent. Such sud- 
den and violent change is produc- 
tive of irritation to the delicate 
linings of the air passages, namely, 
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the nose, throat and windpipe. The 
membranes covering the air pas- 
sages are mostly affected when the 
air is too dry, since these tissues, 
which must be kept moist with 
their own secretions, lose moisture 
excessively to satisfy the lack of 
saturation in the air as it is being 
breathed in. 

Thus the overheating of our 
houses with consequent excessive 
dryness of air is given as an impor- 
tant cause of so-called “catarrh.” 
It is the dry quality of the air 
rather than the overheating which 
is responsible for the discomforts 
and resulting disease of the respira- 
tory organs. There is also another 
source of danger which may be at- 
tributed to excessively dry air. 
When the moisture or humidity iu 
the air becomes less than 30 per 
cent, the dust content of the air in- 
creases and with this increase in 
dust there is also an increase in the 
germ content, since dust is a car- 
rier of bacteria. Dust produces 
further irritation of the mucous 
membranes and makes them a fav- 
orable soil for growth of the dis- 
ease-producing germs implanted 
thereon. It may thus readily be 
seen how the dry atmosphere, such 
as is usually present in homes dur- 
ing the severe cold weather, may be 
the cause of a marked increase in 
respiratory affections. 

Some Effects of Dry Air on the 

Human Body. 

Dry air, besides causing irritation 
of the mucous membranes of the 
respiratory tract, has other effects. 
causing symptoms such as sleepless- 
ness, irritability and a rapid pulse. 
It causes dryness of the skin and a 
tendency to chap. The nerves of 
the skin may become irritated, lead- 
ing to unpleasant sensations and 
more or less disturbance of the rest 
of the nervous system. In hospital 
treatment of skin affections, one of 
the essentials to success is a moist 
atmosphere; especially is this true 
in the treatment of eczemas. 


Dry air may also cause itching 
and burning of the eyes because of 
excessive evaporation of the secre- 
tions of the lining membranes. Suf- 
ferers from chronic bronchitis are 








made very much worse when com- 
pelled to live in an atmosphere 
where the moisture is very low. 


On the other hand, it is well 


known that excessive humidity, 
combined with high air tempera- 
ture, has an exceedingly harmful 
effect on the human body. That is, 
of course, an indirect temperature 
effect, since the presence of atmos- 
pheric moisture interferes with 
evaporation by which the body dis- 
sipates excess heat. At very low 
temperatures high humidity is also 
harmful, since under such condi- 
tions the body loses heat mainly by 
conduction, and the moisture de- 
posited in the clothing from damp 
air increases conduction and chill- 
ing. Excessive moisture, therefore, 
makes hot air feel hotter and cold 
air feel colder. Air which is too 
wet or too dry fer its accompany- 
ing temperature is unhealthful anc 
uncomfortable. 

Extremes of humidity in the air 
of class rooms in schools have a 
harmful effect on the children and 
tend to reduce attendance. Dry, 
hot air parches the skin, eyes, ears 
and other sense organs. It causes 
irritation of the respiratory pas- 
sages with consequent coughing. 
The children appear dull and list- 
less and tire very easily; also they 
suffer from headaches and are un- 
able to concentrate. They do not 
seem to remember well 

How to Maintain Proper Air 


Conditions. 
In view of the far-reaching influ- 
ence of atmospheric conditions 


upon human life, the essential re- 
quirements of good air for indoor 
comfort and maintenance of health 
are given as follows: 

The air should be cool, but not 
too cold. For the ordinary seden- 
tary life in the school room or the 
office or the home, a temperature 
between 65 and 68 degrees is best, 
if proper humidity is maintained. 
This temperature is bracing and in 
such an atmosphere the exhaled air, 
being hot and moist, will rise out 
of the breathing zone and be re- 
placed by purer air. Ina factory 
where physical work is performed, 
or in an open air school where extra 
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clothing is worn, the temperature 
may be lower. 

Increasing the humidity to 50 per 
cent or more in artificially heated 
rooms is an essential to good health 
and high working efficiency. No 
possible objection can be raised to 
it, except that the ‘windows will 
frost when the temperature zets 
down to 20 degrees or below. But 
frost does no harm. It is negli- 
gible as compared with the effects 
of over-dry air. The air should be 
in gentle but not excessive motion 
and its temperature should fluctuate 
slightly. A moderate amount of air 
movement and temperature varia- 
tion keeps the surface of the body 
cool without chill and it has an ex- 
cellent and pleasantly stimulating 
effect upon the skin, which is lack- 
ing in still air or air of steady 
warmth. Moderately cool, moving, 
normally vaporized air, with well 
adapted clothing, stimulates the cir- 
culation of the blood and makes the 
body vigorous and efficient. 

The ideal solution of the problem 
of the proper air temperature and 
humidity lies with warm air fur- 
nace engineer who will plan to in- 
stall humidifying apparatus of 
keeping walls sufficiently warm to 
prevent condensation of moisture 
in very cold weather upon the outer 
walls. The answer to the problem 
probably lies in greater air space 
between the inner and outer portion 
of the walls or better insulation. 

Many buildings, classified as resi- 
dences and apartments, are not 
properly built or equipped to main- 
tain ideal conditions of humidity 
and temperature. 

From an economic standpoint 
also, the maintenance of the proper 
degree of moisture in the air is 
worthy of consideration. During 
house cleaning time in the spring, 
the effect of dry, indoor, winter air 
may be seen on the walls and wood- 
work as well as on the furniture. 
This is especially noticeable above 
the radiators and register openings 
of the furnace. Furniture that is 
glued together falls apart under the 
continued action of dry air. This 
would be prevented if the air were 
properly humidified. 
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Huffaker Finds Proper Location of | -Register 
Plant of Supreme Importance to Installers. 


Protection Given to House on North and West Prac- 
tically Decides Where Furnace Should Be Located. 


N our January 5th issue, page 17, 

C. L. Thompson, 459 East State 
Street, Sycamore, Illinois, submitted 
a composite discussion of “Subscrib- 
er’s” heating problem, with which 
our readers are thoroughly famil- 
iar by this time. Mr. Thompson in 
his explanation, agreed with Mr. 
Turton, whose dawg then returned 
contentedly to his favorite fireside 
mat; however, as he laid his head 
across his forepaws, it was plain 
to even the ordinary observer that 
his eyes were only half closed,while 
the muscles of his haunches were 
slightly taut, ready for instant action 
on the least provocation of belliger- 
ency. 

There are others, however, who 
do not entirely agree with Mr. 
Thompson, as the letter from H. B. 
Huffaker, Council Bluffs, lowa, 
given hereinafter will attest, whether 
or not this will produce any of the 
well known growling and sparking 
from the Niles, Michigan, section 
remains to be seen. 

To AMERICAN ARTISAN: 

I note that the floor plans, shown 
in your October 20th issue for 
which it was requested that a rem- 
edy be suggested for an improper 
pipeless installation, again appear in 
your January 5th issue, together 
with suggested changes and expla- 
nations by C. T. Thompson, Syca- 
more, Illinois. 

I quite agree with Mr. Thompson, 
that there is not nearly enough de- 
tailed information given on this plan 
for an intelligent working basis, 
though it does give one important 
detail, the points of compass. How- 
ever, I'll “take a shot” at giving 
you what J consider to be an im- 
provement on both the original and 
on Mr. Thompson’s suggestions, to- 
gether with reasons for suggested 
changes, and I may further add that 
these suggestions are based on an 
experience of four years in planning 
nothing but pipeless installations, 


reaching a volume of 200 installa- 
tions each in the years of 1919 and 
1920, the last two years I was in 
the retail business. 

To begin with, the item 1 con- 
sider of supreme importance to a 
successful heating installation for 
this plan, | should locate the furnace 
in the northeast corner of the din- 
ing room, not nearer than 12 inches 
from either wall. My reason for 
this is because this will be nearer 
the north end of the building, and 
behind the door to the kitchen and 
the opening to library, thus enabling 
the furnace to take advantage of 
the draughts from these openings, 
which are largely controlled by the 
north winds, instead of opposing 
these currents as is done by the lo- 
cation shown. 

The most difficult problem ap- 
pearing on the original would seem 
to be to get sufficient heat to the liv- 
ing room, and I should suggest plac- 
ing a grill the full width of the 
openings and at least 12 inches deep 
over the two openings marked. The 
plan does not show a door to the 
stairway, and if there is none, in 
addition to these grills, there should 
be an apron dropped from the ceil- 
ing over the stairway, the full width 
of the stairway and to a point at 
least as low as would be level with 
the bottom of the grill openings. 
This would prevent the upstairs 
from robbing the living room of de- 
sired heat, at least until that room 
reached the desired comfort. This 
apron might be hinged so that its 
elevation would give the upper floor 
this advantage under certain con- 
ditions. 

If anything further was necessary 
to make this installation satisfactory, 
I should suggest that a cold air face 
be cut in the floor at the foot of 
the stairway and returned to the 
bottom of the cold air casing with 
a 10 inch pipe. This will eliminate 
much of the floor draft which is 
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quite often objected to in pipeless 
work, but which I have found is 
largely the result of an improper lo- 
cation of the furnace. 

There are many things that must 
be considered in deciding on a 
proper location for a register plant. 
The points of compass; the outside 
openings, as well as those between 
the rooms; the outside conditions 
(whether or not the house is pro- 
tected from the north and west or 
if it stands alone) ; and the purpose 
for which the rooms are to be used ; 
also the height of ceilings and in- 
side openings. 

For this reason it is obvious that 
the location of the plant might be 
entirely different in different houses, 
even though they be of the same 
size and general floor plan. 

The arrangement suggested in the 
foregoing for the plan shown dif- 
fers from Mr. Thompson’s sugges- 
tion in the location of the plant and 
the addition of the “apron” over 
the stairway, but I believe he will 
find that it will eliminate the need 
for the “booster” pipe he suggests, 
the use of which always provides 
our “pipe” boosters with material 
for sarcastic comment. 

H. B. Hurraker. 

Council Bluffs, Iowa. 





Nugent Metal Works 
Capitalizes on Its Satis- 
fied Rudy Heater Users. 


Without question or doubt the 
satisfied customer is the best adver- 
tisement a product can have. Hu- 
man beings are not so different in 
their general make-up that what 
pleases one will not please a second 
and a third as well and perhaps bet- 
ter. The satisfied customer of a 
furnace gladly recommends his 
make of furnace to his friends, even 
often going so far as to quote fig- 
ures on the cost of operation. He 
is seldom adverse to letting the in- 
staller use his name on circulars or 
handbills as a satisfied customer. 

We have reproduced a handbill of 
the Nugent Metal Works which we 
believe is about the last word in per- 
fection of the business soliciting 
handbill or mailing circular. 
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The mail boxes of the Chicago 
apartment buildings are continually 
stuffed with all manner of circulars, 
cards and other advertising media 
which are yanked out in disgust and 
thrown away .unread by those for 
whom they were intended. 

A bill of the sort shown is hardly 
apt to find its way to the waste paper 





these people mentioned and obtain 
first-hand information, or actually 
see the object of their desires in 
operation without even as much as 
going near the installer or calling 
him by phone. ° 

This type of confidence in the 
furnace handled and in the installa- 
tion made is what the furnace in- 


























You May Ask Us - - ‘“‘What Has Ability To Do 
With A Furnace Installation?’ 





installation as it is to man. 


We can unhesitatingly recommend the 


Satisfied Rudy Users: 


Two Furnaces Wapello Schools. 
Two Furnaces Groveland Schoc! W J Beachy, Blackfoot, Idaho. 
School Frank T 


Grandview School C. PF. Molden, Blackfoot, Idaho. 
Seboo! Wesley LaCour, Blackfoot, Idaho 
ld Calvin Moser, Aberdeen, Idaho, 


Spite School 
. Me contractor, Black Andy Berkley, Blackfoot, Idabo 
W D. Gagon, Blackfoot, Idaho 
James Yancey, contractor, Black 4) visjjer, Blackfoot, Idaho 
Jed Taylor, Riverside Blackfoot Mercantile Oomipany, 
st Anderson, Moretand Blackfoot, Idaho 
George Yost, R. F. D. No. 1 Areo Theatre, Arco, Idaho 
Jacob Neff, 8. F D. No.1 Fort Hall Irrigation Oo, Fort 


Jake Quillin, Blackfoot, Idaho. Hall, 

Floyd Quillin. Black:.<., Idaho Fort Hall ring Depart 
| Forest Trego. R. F D. No.1 iment, Fort Hall, Idaho 
James Christensen, Blackfoot, Ida Ernest D “Bloom, Blackfoot, Idaho 


PHONE 734 





Ability in a marked degree is an asset and is just as necessary to a Furnace 


The Furnace installation that does not possess the ability to heat your home evenly and .conomically 
and stand up in service year after year is not efficient, and is a failure in every respect. 


HY-POWER 


with the assurance, that they invariably make good. They are substantially made, priced right, sold right 
and when sold, stay sold and sell others. What more can you expect a Furnace to do? 


And Still They Say Rudy 





1923 Installations 
Gooch School, Gooeh, Idabo 
Topance School, Topance, Idaho 
Chesterfield School, Chesterfield, 


Gideon School, Gibson, Idaho 
Mike Barclay, Blackfoot, Idaho 

L. B. Dore, Blackfoot, Idaho. 
Enoch Hansen, Shelley, Idaho. 

Lee Faulconer, Blackfoot, Idaho 
H C McGonagle, Blackfoot, Idaho 
L S Ruseell, Lima Montana 


NUGENT METAL WORK 


BLACKFOOT 


ALL KINDS OF SHEET METAL WORK 
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An Excellent Form of Advertisement Used to Push Warm Air Furnaces. 


basket unread. Its appeal from the 
start is too great for that, and mailed 
or distributed at the proper season 
of the year, it will be productive of 
good business. 

The arguments presented there 
are logical and direct to the point. 
The names of satisfied customers 
are there in black and white, so that 
anyone interested can call any of 


dustry at large needs. This type of 
confidence in work well done is re- 
warded in increased patronage, and 
greater still in the satisfaction of 
work well done. 

Let «s.have more of this type of 
advertising and we will soon put 
warm air furnaces and their instal- 
lation on a higher plane than they 
have ever been before. 
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When we teach people to look 
before they leap, they will end by 
installing the warm air furnace ip 
preference to any other form of 
heating plant. 





Manrow Sheet Metal 
Works Produces New 
Wood Register Support. 

To render some specific service 
is the primary object of all manu- 
factured articles. Many manufac- 
tured articles, however, are required 
to have three other attributes—they 
must be labor saving, sanitary and 
ornamental—in order to be able to 
hold their place in the highly com- 
petitive markets of today. 


The wood register requires to be 





Showing Support in Place. 


supported in some way over the reg- 
ister pipes. 

The Manrow Sheet Metal Works, 
506-8-10 East Washington Street, 
Goshen, Indiana, have produced 
something new in the way of a 
wooden register encased in a metal 
sheath. The metal sheath, as shown 
in the illustration, forms a bearing 
all around for the register to rest 
upon. This permits ready installa- 
tion, as well as removal at any time, 
says the company. 


Gilt Edge Men Hold Their 
Annual Sales Convention. 

Following its established custom, 
R. J. Schwab & Sons Company, 
Milwaukee, Wisconsin, called its 
salesmen and executives together 
for the Annual Sales Convention on 
January 3rd to 5th. 

Under the direction of General 
Manager Henry E. Schwab and 
Sales Manager E. L. Olson, the sub- 
jects of selling to dealers, merchan- 
selling, installations 





dising, retail 
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and advertising were discussed in a 
thorough and intensive way. 

High spots of the convention in- 
cluded an analysis of the construc- 
tion and heating efficiency of the 
“New and Even Better” Gilt Edge 
Series hy William Gunton, head of 
the Gilt Edge Engineering Staff, a 
typical “agency sale,” with W. C. 
Konneman cast as Gilt Edge Sales- 
man and Messrs. Ryberg and Roel- 
ler as “show me” dealers, and an 
outline of advertising plans and 
policies by C. E. Walters of the Gilt 
Edge Advertising Department. 

In spite of sub-zero weather, Fri- 
day's distinctively social features of 
the convention, dinner at the Med- 
ford Hotel and a theater party at the 
Garrick, were pronounced huge suc- 
cesses. The presence of Mr. R. J. 
Schwab, founder of the Company, 
at the dinner was an inspiration to 
the men. 

Those in attendance included 
Messrs. W. C. Koenneman, P. E. 
Ryberg, J. G. Roeller, H. O. Schroe- 
der, H. R. Griswold, E. H. Gosse, 
A. G. Pomrening and Travers Dan- 
iel from the Gilt Edge firing line; 
Messrs. Evans and Iler of the Madi- 
son Gilt Edge Company, and Mr. 
Shaw of the Gilt Edge Heating 
Company, Cak Park, Illinois. 


Can a Greenhouse Be 
Successfully Heated 
With Warm Air? 


The heating of greenhouses with 
Warm 2ir may not be an innovation 
at this enlightened day, but wher- 
ever the practice is in vogue it is 
admittedly still in the trial or ex- 
perimental stages, although it is by 
no means an impractical method of 
heating a greenhouse. 

The accompanying diagram shows 
a plan of a greenhouse to be heated 
with warm air, and it was submit- 
ted by L. C. Noland, Manager of 
the Crary Tin Shop, ——, Iowa. 

The dimensions as given -by Mr. 
Noland are as follows: 
To AMERICAN ARTISAN: 

We have mailed a 
greenhouse for which the owner is 
figuring on a warm air heating 
plant, if such would be possible with 


sketch of 
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gravity or fan system, by running 
warm air mains under benches and 
distributing air evenly by damper 
controls. 

It looks practical to a certain ex- 
tent, but perhaps there are some of 
our friends who have had experi- 
ence along this line who would be 
glad to help us out, and we all know 
that practical experience counts. In 
all my years of warm air heating this 
is my first experience along this line 
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The Man Who Tries 
to Play a Lone Hand. 


The following cryptic article was 
taken from the January number of 
Associated Advertising. It is so ex- 
pressive and full of “meat” that we 
could not resist the temptation to 
use the shears. We have made one 


change: For the words “Adver- 
tising Club” we have substituted the 


“Trade Association.” 
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and I am of the opinion it can be 
done. 

The benches marked 1, 2, 3, 4, 5, 
6 on the diagram are 5 feet 6 inches 
wide and 18 inches high. They are 
100 feet long and between them 
there are aisles 2 feet 6 inches wide. 

The concrete walls have an 18- 
inch slope from the work room at 
the north to the extreme south end. 

The basement floor is only 28 
inches lower than the floor in the 
north end of the greenhouse. 

At the south end of the green- 
houses there are doors 2 feet 6 inches 
by 7 feet, while the height to the 
ridge is 8 feet 8 inches. 

The greenhouses set 18 inches in 
the ground, except their south end, 
which stands exposed. 

There are 6,000 square feet of 
glass over all, with no glass in the 


sides. 


“Once in a while we meet a man 
who is trying to play a lone hand. 
He has no social activities, he has 
no close friends, he does not ex- 
change or accept advice or counsel 
When profits come 
with no 


in his business. 
his way, he shares them 
one; if losses occur, he struggles 
alone under the burden. 

“Man is by nature a gregarious 
animal. He thrives upon associa- 
tion with others of his kind. Shar- 
diminishes it; while 
multiplies and = in- 


ing a_ loss 
sharing a joy 
creases it. 

“That is the reason for such an 
organization as a Trade Association. 
It gives opportunity for team work, 
for exchange of ideas, for associa- 
tion, for unity of purpose. It re- 
lieves one of the necessity and the 
tragedy of trying to play a lone 
hand.” 
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Making Sheet Metal Jackets hip Locomotive Boilers 


Where External Connections Are Encountered. 


Jackets Generally Cut to One Pattern Which 
Is Developed from Original Plans of Boiler. 


Written Especially for AMERICAN ARTISAN by O. W. Kothe, Principal, St. Louis Technical Institute, St. Louis, Missouri. 


about the boiler barrel. There is so 
much cutting and fitting to be done 


boiler shell is generally covered with 
about three-quarter-inch asbestos 


SHEET metal correspondent 
who, no doubt, works in a 


railroad shop, wishes to know how 
to lay out the sheet metal jackets 
which cover the several types of 
locomotives. Since receiving this 
letter, the writer has looked at many 


packing and over this the sheet metal 
man covers the boiler with his jacket 
made of American planished iron, 
which is much the same as the old 
Russian iron. We know in late 


for pipes and steam port holes and 
brackets and other connections that 
it is the most difficult thing to lay 
them out. They are, therefore, gen- 
erally cut to one pattern as becomes 








vo 







































LAYING OUT OF SLOPE SHEET eee 
JACKEFFOR LOCOMOTIVE BOILER — 
ASBESTOS HALF PATTERN U 
PACKING WITH SHEETS LAID 
BENEATH FOR 
MARKING 5 
-—--- eS TaP 
- m~_—- eH 3 
: a 
pel 
1 
7 ey, 
Bie 
} —_—— —! 



































Working Drawing of Pattern for Sheet Metal Locomotive Boiler Jacket. 


locomotives with the view to gath- 
ering ideas on their procedure. It 
seems that most of the locomotives 
are made in two designs, the one 
with a straight barrel or boiler, and 
the other which contains the slope 
sheet shown in this drawing. Now, 
all straight barreled boilers would 
really not require any pattern draft- 
ing, only laying off the sheets, as 
becomes the circumference. The 


years it was impossible to import 
anything from Russia, and there- 
fore, the material used for lagging 
the boilers must be the American 
planished steel, which from external 
appearance looks much like the old 
Russian iron. 

Of course, there is the width of 
sheets to be cut, to make assembling 
convenient, between one section and 
another, as becomes complications 


that particular type of boiler, which 
is best developed from the original 
plans from which the boilers were 
made, or showing the piping connec- 
tions in place so the holes for the 
jacket can be located. 

But for boilers that have a slope 
sheet a special development must be 
made similar as our plan view 
shows. Now these slope sheets are 
made in several different designs; 














January 19, 1924. 


some are made by means of semi- 
circles as we show, others have the 
sides straight while the top of the 
steam drum is higher, and _ still 
others have a sort of oval design be- 
tween the smaller and the larger 
shells. Just whatever the design 
would be it would be put down as 
our plan shows. Only the right 
hand half is necessary, since that 
takes in the line along which the 
metal must fit. Divide each semi- 
circle in the same number of equal 
parts and join them with lines as 
2-3, 3-4, 4-5, 13-14. Then to find 
the true lengths, we draw any line 
as H-T, which will be the length of 
the slope sheet, or the distance be- 
tween seams. Then with dividers 
we pick these lines from plan, set- 
ting the dotted lines to the left of 
point T and the solid lines to the 
right, as T-4-6-8-10-12; also T-3-5- 
7-9-11-13. When lines are drawn 
to H we have the true lengths. 

Now to set off the pattern we 
draw any line as 1-2 equal to H-2 
of diagram, then we pick the girth 
spaces from plan as 1-3 and 2-4 and 
using 1 in pattern as center, we 
strike arcs as at 3; next we use the 
space 2-4 as radius, and point 2 in 
pattern as center, we strike arcs as 
at 4. Now pick true length H-3 
and using point 2 as center, cross 
arcs in point 3. Use the new point 
3 as center, and with true length 
H-4 cross ares in point 4. Then 
from these new points 3 and 4 de- 
scribe the girth arcs 5 and 6 equal 
to 3-5 and 4-6 of plan. Cross these 
arcs with true lengths with H-5 and 
H-6. Repeat in this way until points 
13-14 are established and then draw 
lines to all points where arcs cross 
and the pattern is finished. 

Now, since the entire slope sheet 
is not made out of one piece of 
metal, we therefore place the seams 
lengthwise and by putting several 
sheets under our pattern as shown, 
taking care to work in the radial 
aspect, so that the small end of the 
sheets will be narrower than the 
back end. This can be done by 
averaging a similar distance from 
any point as 3-5 and 4-6, or else 
extending the lines from both edges 
13-14 to an apex and then draw 
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radial lines as would become the 
seams. When these plates are laid 
underneath the edges are marked by 
means of prick marks and then cer- 
tain allowances are made for rivet- 
ing and assembling. The rest of the 
job is largely a mechanical one and 
must be governed by the practice in 
the shop for attaching the sheets to 
the boiler, also in riveting them in 
place. Many of the locomotive 
shops have different mechanical pro- 
cedures the same as contract shops 


Harmony Club of J. 


AND HARDWARE RECORD 27 


and, therefore, some of these things 
must be followed as they do in the 
shop. 

Sometimes only one piece at a 
time can be fitted in position and 
marked for the holes ; but ordinarily 
the boilers are covered before many 
of the outside connections are fitted. 
In this way only holes need be cut 
and it saves slipping the sheets as 
would otherwise be necessary after 
the mountings are fitted into their 
respective positions. 


M. & L. A. Osborn 


Holds Meetings in Cleveland January 9 to 11. 


Matters Pertaining to Welfare of Osborn 
Company Fully Discussed by Members. 


HE Annual Meeting of the 

Harmony Club of the J. M. & 
L. A. Osborn Company, Cleveland, 
Ohio, was held in that city January 
9th, 10th and 11th. A. W. Howe, 
Chairman, presided, other officers 
being J. W. Harrison, Vice-Chair- 
man; W. B. Osborn, Secretary, and 
H. C. Thomas, Treasurer. The 
Harmony Club is composed of the 
executives, department heads and 
their assistants, and functions as an 
organization separate from the Os- 
born Company. All matters per- 
taining to the welfare of the Osborn 
organization are freely discussed, 
recommendations made and business 
discussed in a regular club manner. 
The result is a spirit of codrdination 
and cooperation that can’t fail to be- 
speak the welfare and success of 
such an organization. 

The opening session, Wednesday 
evening, the 9th, brought forth a 
talk on “Advertising as a Means of 
Assisting the Salesman” and an- 
other on “The Purchasing Depart- 
ment, its Difficulties,” presented re- 
spectively by the advertising coun- 
sel and the purchasing agent of the 
company. Both of these were fol- 
lowed by interesting discussions. 
Thursday afternoon five automo- 
biles conveyed the Harmony Club to 
Canton, Ohio, where they were 
guests of a similar organization of 
the Superior Sheet Steel Company. 
They were taken in tow there and 


conducted through that company’s 
mill. There they saw the manufac- 
ture of black and galvanized sheets 
from the shearing of the bars to the 
loading of the finished product into 
freight cars. They saw the heating 
and rolling of bars into sheets, the 
annealing process, the galvanizing 
process and finally the inspecting, 
stamping, bundling and weighing of 
the finished product. After the mill 
tour the two clubs adjourned to 
Bender’s Cafe, where in addition to 
the satisfaction of the inner man a 
mental treat was indulged in. 

H. A. Roemer, General: Manager 
of the Superior Company, gave a 
history of the Sheet Metal Industry 
and was followed by Fred Law- 
rence, General Superintendent, who 
presented a verbal picture of the 
making of sheets from start to fin- 
ish. They were followed by other 
department heads who told of their 
various departments, and, after an 
evening replete with wonderful 
good-fellowship, the Harmony Club 
returned to Cleveland. 

The Friday session, starting at 
3:30 p. m., continued through until 
10 :30, interrupted, however, by the 
Annual Banquet, held at the Cleve- 
land Athletic Club, where the clos- 
ing session was held. 

Among the subjects discussed 
were “Terne Plate,” “Copper and 
Solder,” ‘Manufacturing Depart- 


ment Products,” and “Special 
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Sheets.” These were followed by 
unfinished business and the Annual 
Meeting adjourned. The following 
officers were elected: J. F. Reichert, 
Chairman; J. A. Decker, Vice- 
Chairman; Elmer Thorp, Secre- 
tary; M. J. Doering, Treasurer. A 
mid-summer session may be called 
in July, but, barring this, the next 
Annual Meeting will be held early 
in January, 1925. 





Program of Indiana 
Sheet Metal Contractors’ 
and Fur-Mets Convention. 


The Fifth Annual Convention of 
the Sheet Metal Contractors’ Asso- 
ciation of Indiana will be held in the 
Hotel Severin, Indianapolis, Indi- 
ana, January 29 and 30, 1924. 

The following program will be 
carried out during the convention. 
Tuesday, January 29. 

Registration and distribution of 
badges to members of the Associa- 
tion, Fur-Met members and visitors 
will take place at 4 p. m. 

At 5 p. m. the board of directors 
will meet. 

elhe convention will be called to 
order at 7:30 p. m., by President A. 
W. Dudley. 

This will be followed by a read- 
ing of the minutes of the last con- 
vention, the reports of the officers 
and the appointment of committees. 

The visiting ladies attending the 
convention will be entertained by 
the Ladies’ Entertainment Commit- 
tee of the local association and the 
Fur-Mets. 

Wednesday, January 30. 

The opening session Wednesday 
will begin with an address by Edwin 
IL. Seabrook, Secretary National 
Association Sheet Metal Contrac- 
tors, on “Equipment for Business.” 

Following this address there will 
be a discussion of business ideas. 

The opening hour of the after- 
noon session will be devoted to a 
discussion for the furnace men. 

The reports from the various 
local associations represented will 
then be heard. 

This will be followed by the re- 
ports of the committees and the 
election of officers. 


The evening banquet will be held 
at the Athenaeum, corner of Michi- 
gan and New Jersey Streets. (Ad- 
mission by ticket only.) 

H. P. Sheets, Secretary of the 
National Retail Hardware Associa- 
tion, will speak on “The Benefits of 
an Organization.” 

Paul R. Jordan will speak on “Co- 
operation” at this time. 

Fur-Met’s Meeting. 

The session of the Fifth Annual 
Convention of Indiana Fur-Mets 
will be held at the Hotel Severin 
January 30, 10:30 a. m. 





Descriptive Pamphlet on Roof and 
Furnace Cement Issued by Clin- 
ton Metallic Paint, New York. 


During the course of a building 
construction there are found many 
places where nails cannot be used to 
advantage. lor instance, at the 
edges and ridge courses, around 
chimneys and dormer windows or 
wherever the joining surface is lim- 
ited some substance must be used 
that will permanently secure the 
shingles, tile or slate. 

The Clinton Metallic Paint Com- 
pany, Clinton, New York, has issued 
literature explaining the Clinton 
Silk Fibre Roof Cement, a product 
manufactured by the firm for the 
purpose mentioned heretofore. 

This cement, the booklet explains, 
does not harden in cold weather or 
run in hot weather and will cling to 
the smooth surface of slate or tile. 
It keeps slate, tile or asbestos shin- 
gles in position. 

The company also manufactures 
a “Super-Heat” Fire Brick Cement 
used in repairing furnaces, which is 
also described at length in a supple- 
mentary pamphlet. Write for fur- 
ther details. 


Schmidt, Wisconsin, Con- 
structs Support to Hold 
Ladder Away from Roof Edge. 


In order to facilitate the work of 
putting on gutters or spouts, J. P. 
Schmidt, ——, Wisconsin, has con- 
structed a ladder attachment that 
holds the upper end of the ladder 
out away from the roof’s edge. 
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Mr. Schmidt’s letter is as follows: 
To AMERICAN ARTISAN: 

I am mailing you a rough sketch 
of a ladder support used to hold the 
ladder clear of the cornice edge, 

I made this support many years 
ago and we use it every time we 
erect hanging gutters. 

This support can be made easily 
by any sheet metal man. 








Ladder Support. 


The frame is made from 2-inch 

band iron and '4-inch bolts are used. 
Yours very truly, 
J. P. Scumipr. 

——, Wisconsin, January 4, 1924. 

Epitor’s Note—lIn order to 
strengthen this support, and to avert 
the possibility of its turning either 
up or down when under the strain 
of the man’s weight, two semi- 
vertical braces could be added ; that 
is, a brace running about midway 
from each side of the support to 
the sides of the ladder. 





Entertainment Program for Mich- 
igan Sheet Metal Convention, 
February 25 to 28 Ready. 


Secretary I’. E. Ederle announces 
that on Tuesday noon, January 8th, 
the Lansing, Michigan, Sheet Metal 
Contractors’ Association members 
held a meeting at the Hotel Kerns 
to discuss arrangements for the 
coming state convention, to be held 
at Lansing, February 25 to 28. It 
was decided to take the delegates to 
the Michigan Agricultural College 
on Tuesday evening, February 26, 
for a dinner party. Following the 
dinner a special entertainment will 
he furnished by the students, which 








oe, 








January 19, 1924. 


will include wrestling, boxing and 
ladies’ diving and swimming. On 
Thursday afternoon, February 28, 
a trip will be made through the Reo 
Motor Car plant. 

Charles Pearson, Chairman of the 
Travelers’ Auxiliary Entertainment, 
announces that he has secured 
Douglas Malloch, Chicago, as the 
principal speaker at the Travelers’ 
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banque*. His subject will be “The 
Sinners 1 Have Met.” For toast- 
Charles that, 
after looking them all over, no per- 
son could be found who would be 


master informs us 


acceptable for this position except 
our good friend Hugh E. Doherty, 
Detroit. Hugh has consented to act, 
which means that the banquet will 
be a succéss. 


E. H. Hoffeld, Cincinnati, Takes Over Ferdi- 
nand Dieckmann Company Interests January |. 


Graduates from School of Hard Knocks at Age of 14 and Advances 
to Ownership of Firm with Whom He Started as Errand Boy. 


T 1S a universal practice today for 
ati to hold up for emulation 
by the the lives of 
men of character and integrity. The 
records of these men thus elected 


“young idea” 


for scrutiny invariably show—with 
not an A. B. 





exceptions, of course 
or Ph. D. degree from this or that 
university, but rather a degree of 
“H. K.” which stands for Higher 
Knowledge gained in the good old- 
fashioned school of “Hard Knocks.” 

Andrew Carnegie, the great phil- 
anthropist who did incomparable 
good in making available to the 
American public world works in 
science and literature, rose from a 
telegraph delivery boy. His auto- 
biography shows that by dint of per- 
severance, alertness of mind and 
hard work he gained his success. 

It is unnecessary for us, how- 
ever, to go beyond our own industry 
to find examples of this sort of suc- 
It was by dint of diligence, 
stick-to-itiveness and first-hand ex- 
perience gained through the school 
of hard knocks that E. H. Hoffeld, 
who on January 1, 1924, personally 
took over the entire Ferdinand 
Dieckmann interests, won his way 
in the world. 

Mr. Hoffeld was born in Cincin- 
nati, Ohio, July 30, 1879. He start- 
ed to work at the age of 14 years. 
With little or no “book learnin’ ” 
he started upon the career which has 
won for him a vast host of friends 
and which bids fair to leave him in 
very comfortable financial circum- 
stances. 


cess. 


He found his first opportunity 


with Ferdinand Dieckmann, who 
was then proprietor of a small shop 
which made galvanized iron sheets 
and metal work, doing a compara- 
tively brisk business. 

As errand boy and shipping clerk 
he had come in contact with many 


cf the firm’s customers, and being 





E. H. Hoffeld 


of a genial disposition, had made 


many friends among them. This 
led, in 1903, to his becoming a sales- 
man and this is where his oppor- 
tunity came to show the material 
that was in him. His record as a 
salesman was so conspicuously a 
success that it eventually led to his 
being made manager of the entire 
business in 1911. 

In 1914 AMERICAN ARTISAN had 
the unique pleasure of relating to 
its readers the outstanding: facts of 
Mr. Hoffeld’s life up to the time of 
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his being made manager of , the 
Dieckmann Company and _ his \sute- 
cess thus far. 

It is now an increased pleasure 
for AMERICAN ARTISAN to an- 
nounce that Mr. Hoffeld has taken 
over the entire proprietorship of the 
firm into whose employ he «: ‘ered 
in the lowly position of errand boy 
some thirty odd years ago. 





Success 1s Not Canned, 
But It Comes in Cans. 


1. I can be confident. 

I can sell goods just as soon as 
my customer feels my own confi- 
dence in them. 

2. I can be studious. 

I can study my goods and my cus- 
tomers. 

3. 1 can be honest. 

I can be honest with myself, my 
firm and my customers. 

4. I can be sincere. 

I can say just what I mean and 
do exactly what I say I will do. 

5. I can be tactful. 

| can overcome objections with 
tact and persuasion. 

6. I can be polite. 

I can remember that politeness 
wins respect. 

7. I can be busy. 

I can busy myself with some 
productive or profitable work. 

8. I can be loyal. 

I can work just as hard when my 
employer is away as when he is 
present. 

9g. I can be enthusiastic. 

I can be enthusiastic about my 
goods without being boastful. 

10. I can be helpful. 

I can make every customer feel 
that whether they buy or not, I am 
glad to serve and assist them in 
every way. 














} 
Notes and Queries | 





Spring Steel Wire. 


From De Weese Radiator and Repair 
Shop, 814 Barr Street, Fort Wayne, 
Indiana. 

Please inform me where I can 
buy spring steel wire. 

Ans.—American Steel and Wire 
Company, 208 South La Salle 


Street, Chicago, Illinois. 
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Gifts 


of Utility 


Display Wins 


First 


Prize in 


AMERICAN ARTISAN Window Dis- 


play Competition. 


Everett A. Lawrence, 326 Main Street, Springfield Massachu- 
setts,‘‘Cops Bacon”’ in Closely Contested Annual Competition. 


HE accompanying display of 
Christmas gifts, arranged by 
Everett A. Lawrence, 326 Main 
Street, Springfield, Massachusetts, 
won the first prize—$50 in cash— 
in AMERICAN ARTISAN AND Harp- 
WARE Recorp Annual Window 
Display Competition which closed 
January 12, 1924. 
As will be seen by the illustration, 
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The selection of Christmas gifts 
represented in the window, the 
judges agreed, were without ques- 
tion the best that could have been 
made in the space allotted. 

The window is not crowded in the 
least, and is especially designed to 
throw the light on the articles dis- 
played so as to set them off to the 
best advantage. 


the setting, so to speak. 

The entire window is excellently 
arranged, and although the fight for 
second, third and fourth honors was 
hotly contested, the judges came to 
an immediate decision regarding the 
award of first honors and the $50 
cash prize to Mr. Lawrence. 

Mr. Lawrence, AMERICAN Ar- 
TISAN AND HARDWARE REcorD ex- 





* 


. * 
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Window Display Which Won the 50 Dollar Cash Prize in American Artisan Annual Window Display Competition. It 
Was Designed by Everett A. Lawrence, 326 Main Street, Springfield, Massachusetts. 


the articles displayed were electrical 
goods, casseroles, pyrex ware, fire- 
place fixtures, cutlery, vacuum 
goods and bird cages. 

The background was arranged 
with colored crepe paper and leaves. 

The point upon which the judges 
were unanimously agreed was the 
fact that the window, although 
artistically arranged, was _ selling 
such a large group of articles. 


The arrangement of the fireplace 
and andirons, really a prosaic and 
difficult subject to display artistical- 
ly in itself, is excellently carried out. 

It seems to have been an invari- 
able rule, in arranging this window, 
for the designer to place those arti- 
cles to the fore which in themselves 
do not ordinarily attract attention 
readily, while those more attractive 
articles brought up in the rear of 


tends to you its highest compliments 
on your ability as a window trim- 
mer. 


There are perhaps slow sellers you 
must carry in stock, but see that the 
stock is kept at a minimum and 
make it sell as fast as possible. 





What is the percentage of your 
sales, spent for advertising ? 
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Hotly Contested Window Display Competition 
Closes January 12, 1924. 


Judges Find Great Difficulty in Deciding on Winners—Prize 
Winners Located in Four Different Sections of Country. 


OME peculiar but very interest- 
S ing facts regarding the attitude 
of retail merchants toward the 
window display were brought out 
by AMERICAN ARTISAN AND Harp- 
ware Recorp Annual Window Dis- 
play Competition which closed Jan- 
uary 12, 1924. 

The ever increasing number of 
photographs which are yearly sub- 
mitted for entry is highly encourag- 
ing. It shows that retailers gener- 
ally are interested in and are making 
a good, honest effort to attain per- 
fection in that most valuable but 
silent adjunct to retail salesmanship 
—the art of scientific window dis- 
play designing. 

The wide range of articles repre- 
sented in the photographs submitted 
is also highly commendable. That 
feature in itself indicates that the 
retail hardware merchant the coun- 
try over—and every section of the 
country was represented in the com- 
petition—is wide-awake and up-and- 
at-em for the business which for a 
time seemed destined to go under 
the monopoly of the proverbial cor- 
ner drug store. 

And what other store, if not the 
hardware store, can lay a more 
rightful claim to the sporting goods 
—all seasons included—the elec- 
trical goods, kitchen utensils, auto- 
mobile parts, shaving goods, and 
last but not the least, the radio 
goods business ? 


This window display brings out 
very forcibly the fact that the hard- 
ware store of today is far different 
from that of a few years ago. And 
why should it not be? 

In selecting the men to judge 
the entries, the management of 
AMERICAN ARTISAN AND Harp- 
WARE ReEcorp exercised the great- 
est of care to call on only those men 
who by long experience in the hard- 
ware business were competent to 
pick out the fine points of each pho- 
tograph submitted and who have 


established reputations for fair 
dealing. 

H. G. Gansz, City Sales Manager 
for Hibbard, Spencer & Bartlett 
Company, State Street Bridge, Chi- 
cago, has had many years of prac- 
tical experience in the business of 
selling hardware and is entirely 
familiar with every phase of the 
window display art. 

W. F. Waller, Vice-President, 
Cicero Chicago Corrugating Com- 
pany, Cicero, Illinois, has likewise 
had many years of practical experi- 
ence in this field and AMERICAN 
ARTISAN AND HARDWARE REcoRD 
feels itself especially fortunate in 
having secured his services for this 
important work. 

Eugene J. Schuberth, Manager, 
Schuberth Hardware Company, 
5820 Wentworth Avenue, Chicago, 
has a thorough knowledge of the 
problems of the retail hardware sell- 
ing field, and the management of 
AMERICAN ARTISAN AND HArp- 
WARE Recorp feels that the deci- 
sions rendered by these highly com- 
petent judges is fair in every re- 
spect. | 

The names of the entrants, as they 
themselves know, were withheld 
from the judges until they had thor- 
oughly agreed upon the merits of 
the photographs submitted. Each 
photograph entered passed through 
the hands of each judge, who 
initialed it or not according to his 
opinion of its merits deserved. 
When each judge had passed indi- 
vidually upon all of the photographs, 
a collective decision was made and 
the winners chosen. 

Having done this, they agreed col- 
lectively on the four winners and 
those receiving honorable mention. 

When all of the decisions were 
made, the envelopes containing the 
names of the contestants were 
opened. 

The list of the prize winners and 
honorable mentions are as follows: 


Prize Winners. 

First’ Prize, $50— Photograph 
marked “Gifts of Utility,” Everett 
A. Lawrence, 326 Main Street, 
Springfield, Massachusetts. 

Second Prize, $25—Photograph 
marked “Roger,” E. Rahn, in care 
of the Bond Hardware Company, 
Ltd., Guelph, Ontario, Canada. 

Third Prize, $15—Photograph 
marked “Checkers,” H. F. West- 
cott and John P. Niemi, Decorators 
for I. E. Swift Company, Houston, 
Michigan. 

Fourth Prize, $10—Photograph 
marked “Van Dolah,” P. E. Fisher, 
Manager Retail Department, The 
Lilly Hardware Company, 114-118 
East Washington Street, Indianapo- 
lis, Indiana. 

Honorable Mention. 

Melvin G. Cottier, Murphy Ma- 
clay Hardware Company, Great 
Falls, Montana. 

Howard C. Crabb, Belcher & Loo- 
mis Hardware Company, Provi- 
dence, Rhode Island. 

Gustave F. Derse, J. J. Snyder & 
Son, Inc., 2254 Bedford Avenue, 
Brooklyn, New York. 

A. T. Dingeldein, 519 West Main 
Street, Springfield, Ohio. 

John Hammer, Duncan & Goodell 
Company, 404 Main Street, Worces- 
ter, Massachusetts. 

Dan P. Hill, Advertising Man- 
ager, Ogden Hardware Company, 
Ashland, Kentucky. 

H. HoogenHyde, The L. Hoek- 
stra Company, 713-15 Portage 
Street, Kalamazoo, Michigan. 

S. R. Milbrandt, Aberdeen Fur- 
nace Company, Aberdeen, South 
Dakota. 

W. H. Owen, Hennepin Hard- 
ware Company, 909 Hennepin Ave- 
nue, Minneapolis, Minnesota. 

F, J. Prince, Western Iron Stores 
Company, Milwaukee, Wisconsin. 


Marion Sagendore, Greenville 
Hardware Company, Greenville, 
Michigan. 


sernard F. St. Louis, Plattsburg, 
New York. 

E. A. Shaw, Centerville, Iowa. 

Harold Stevens, Window Trim- 
mer for the Wilson Hardware Com- 
pany, Boulder, Colorado. 
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P. A. Sublett, Jr., Advertising 
Manager, Pettee’s, Oklahoma City, 
Oklahoma. 

Twin City Hardware & Heating 
Company, 1926 University Avenue, 
Minnesota Transfer, Minnesota. 

E. Wilson; care Pilcher Hard- 
ware Company, Ida Grove, Iowa. 





“‘Forsake Not the Assembling 
of Yourselves Together.” 

The following announcement has 
been received from J. M. Stone, 
Secretary-Treasurer, Kentucky 
Hardware and Implement Associa- 
tion, regarding the association con- 
vention which will take place at 
Louisville, January 22 to 25: 

If this injunction given two thou- 
sand years ago was for the spiritual 
benefit of the church, it certainly 
holds good today with reference to 
business associations. 

To come in personal contact with 
your fellow dealers is an inspiration 
to vou. 

Once each year we endeavor to 
bring the hardware and implement 


dealers together in a convention for 
four days which is a recreation for 
you and better fits you to go back 
home to take up the routine of du- 
ties for the new year. 

Have you ever attended a con- 
vention and when you get back to 
your store you feel refreshed, a big- 
ger and broader merchant, because 
of the association with the dealers 
you have met? 

You owe this four days to your- 
self, your business, and you owe it 
to your wife to bring her along with 
you. 

Every lady who comes to Louis- 
ville will be supplied with a ticket 
for each of the four days of the 
convention to any of the following 
theaters: Alamo, Keith’s National, 
Mary Anderson, Majestic, Strand, 
Rialto, Walnut and Kentucky. 

The ladies can have a good time 
shopping, sight-seeing and theaters 
while the men do the work at the 
convention. 

J. M. Stone, 
Secretary-Treasurer. 


W est Virginia Hardware Association Convention 


Voted Big Success. 


Frederick Hotel and Exhibit Hall Used for Eighteenth 
Annual Meeting and Exhibition January 15 to 18. 


XHIBIT HALL, Huntington, 

West Virginia, teemed with 
the hum of voices Tuesday, January 
15, as the members of the West Vir- 
ginia Hardware Association assem- 
bled for its Eighteenth Annual Con- 
vention and Exhibition. 

Promptly at 1:30 p. m., Tuesday, 
President Hawker, Shinnston, West 
Virginia, asked that visiting cease 
and the meeting came to order. 

The visiting delegates and exhib- 
itors were welcomed to Huntington 
by J. C. Hawkins, of Emmons- 
Hawkins Hardware Company, 
Huntington, West Virginia. In the 
evening the meeting was continued 
in the Assembly Room of the Hotel 
Frederick. The members and ladies 
listened to a_ spirited address on 
“Wife Saving Stations” which was 
enjoyed by all. The address was 
followed by dancing until 12 m. 


The President’s Annual Address 
was held over until the meeting 
Wednesday morning, as were the 
reports of the Secretary-Treasurer, 
James B. Carson. 


Report of Secretary-Treasurer Carson. 


The office of the secretary of every or- 
ganization must be the clearing house of 
the organization. It must show in its 
report whether the organization is grow- 
ing in its usefulness to its members, or 
whether it is degenerating. I believe 
the report I am about to make to you 
will bring a thrill of pride to every 
member. 

Five years ago when our office was 
asked to take over the work for your 
association, we made a survey of the 
possibilities of the number of members 
in the state and we found from all the 
records available, that about 265 was all 
that we could hope for. At that time 
there were less than 80 paid members en- 
rolled and when we closed our books 
on the 31st of December, 1923, we had 
249 paid members whose names are in 
our directory that has already been sent 
to you. In addition to this list, the di- 
rectory shows that there are 62 hon- 
orary. members made up from the best 
manufacturers and jobbers in the United 
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States who sell their product through 
our members and then in addition to 
these you will find in the directory, the 
names of 120 salesmen who call on our 
members and who are also honorary 
members of our association, making a 
total number of 429 names in our direc. 
tory who are interested in the success of 
our association. We want to impress 
you with the thought that this organiza- 
tion has grown to a place where it has 
power to correct evils and do good, 


Membership an Investment. 


There are no limits to the possibilities 
of organization work, there are avenues 
leading out in every direction. Your 
membership is an investment and while 
we know that every member receives 
cash dividends that amount to more than 
his membership costs, yet he should try 
to make his dividend larger and he can 
do this by greater interest in the work 
of his association. 

Better and more friendly working ar- 
rangements between members in the same 





Homer Hawker, President West 
Virginia Hardware 
Association. 


cities and towns present to you wonder- 
ful opportunities for making a_ better 
business for all of you. Staple prices 
and staple credit terms are the result of 
friendly codperation between members 
and there is just as much necessity for 
work of this kind as there is to invest in 
advertising to increase the number of 
your customers. 

We should never forget the motto of 
our association that is carried on all our 
printed matter, “It’s the business of the 
West Virginia Hardware Association to 
make better Hardware Merchants.” Now 
the West Virginia Hardware Association 
is the membership and you can help to 
make better hardware merchants by tell- 
ing each other of your mistakes as well 
as boasting of your successes. It is this 
spirit that builds. 

The office of your secretary is being 
supported in a splendid manner by our 
National headquarters and we feel sure 
that through their efforts, many mem- 
bers who have taken up their better ac- 
counting methods are in a safer position 
financially than ever before. 


Speaks Word for Exhibitors. 


This convention offers opportunities 
to carry back home with you, something 
that will enter into the profit side of the 
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year’s business; there is something for 
every member in attendance. I want to 
speak a word for our exhibitors, they 
have come to our convention because 
they, too, are interested in the hard- 
ware business of West Virginia, they are 
a link in the chain of distribution to the 
consumer that gives to him through your 
store, such items as he finds it necessary 
to buy just the same as you are; show 
them every courtesy while they are here 
and make them feel that you are hon- 
ored because they have come to visit you. 

There are many things we can all 
learn through association with others in 
meetings like this and the member who 
wraps himself up selfishly in his own 
business is headed in the wrong direc- 
tion for success in life. Let’s all enter 
into the spirit of the convention and en- 
joy every minute of it. The report of 
the auditor will show that our association 
is in very good financial condition. 

The Secretary’s report was fo!- 
lowed by the Question Box discus- 
sion. The subject was “Does it Pay 
to Codperate with Your Neighbor?” 
led by George E. Pfarr, Akron, 
Ohio. Mr. Pfarr is President of 
the Ohio Hardware Association. 
Does It Pay to Codperate with Your 

Neighbor? 

What are the disadvantages incurred 
by the lack of coéperation? 

Some of them are: 

The extra amount of mental strain 
we make for ourselves. 

The extra amount of time we are giv- 
ing to our neighbor’s business by trying 
to see what and how much business he 
is doing. 
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What price he is getting for his mer- 
chandise. 

How far he is making deliveries. 

The large amount of time and thought 
we are heaping upon our shoulders by 
trying to devise ways and means where- 
by we can take advantage of him in some 
lorm or other. 

We often lose control of our tempers 
and make expressions we should by all 
means not think of. 
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We get sore when we hear of an old 
customer of ours purchasing an article 
from our neighbor—in many cases we 
not only get angry at our neighbor, but 
our customer as well. 


What Is the Result? 


Our neighbor sees his trade leaving 
him. He feels there is nothing else for 
him to do but fight back. We are not 
friendly to him and likewise neither is he 
to us. Both of us are selling our mer- 
chandise with very little profit, say 
nothing of a margin of profit which we 
must have in order to remain in busi- 
ness. At this time I am going to relate 
to you an incident which occurred in a 
town in Ohio. 

A customer would go into one of the 
stores to buy a stove. He would get the 
price, and with some excuse would leave, 
peddle the price to the other merchant, 
who would show him a similar stove at 
less money. Then he would leave, re- 
turn to the first store, peddle his second 
price, then farther reduction was made 
and so on until all the profit was gone 
and often more. Then to cap the climax 
the merchant who made the sale would 
feel so good about it that when delivery 
was made, would take the trouble of 
driving by his neighbor’s store even 
though out of his way to give him the 
laugh. 

Such cases were many in years gone 
by. Perhaps there are a few of them 
now. However, let us hope not. 

Now friends, for the life of me I can 
not see how such transactions can take 
place where merchants are friends as 
they should be. 

Friends, there is no question in my 
mind that if we continue to follow and 
adhere to our hostile attitude increasing 
our troubles, and taking away our rest, 
sooner or later the result very often will 
be over exertion, an elegant wide road 
leading to a nervous break-down, loss of 
religion, etc. 

Inventory time along—it is 
taken, we stop and reflect, we ask our- 
selves the question what have we for all 
these years of hard work. In most cases 
we are compelled to console ourselves by 
admitting that he have had a living. But 
what kind of a living have we had. We 
must admit a hard one, putting in ten or 
twelve hours and more per day for just 
a living. 

Sincerely are we not entitled to some- 
thing more than just a living? 

They say that all questions have two 
sides; let us look at the other side— 

By doing so we find that in recent 
years, most of us look healthier, breath 
easier, get more out of life, take more 
enjoyment, in fact we seem to be living 
in a new world. 

Why? Because we have very largely 
solved our problems. 


By Wkat Way? 


By organization, codperation and con- 
fidence, all of which were very vividly 
exemplified at the group meetings at- 
tended by your Secretary and myself 
during the past year. 

We have found out that we can not 
exist by cutting our prices below the 
margin of profit we must have. 

We are good friends—we have learned 
to love and respect one another inspired 
with the spirit of live and let live. We 
visit, tell stories, have our picnics, play 
pool, golf, indulge in other pleasures 
and pastimes. 

I can remember the time and no doubt 
every one here can also, when we were 


comes 


always knocking the other fellow and 
his merchandise. We long ago discoy- 
ered that every knock is a boost, so we 
have quit that—instead of knocking, if 
we can not say anything good about our 
neighbor, we keep quiet. 
Coéperative Buying Practiced. 

We practice co6perative buying. In 
the smaller towns when it is not possi- 
ble for one merchant to use, say a full 
car load of nails or a car of white lead 
or a car of screen wire and poultry 
netting, roofing and sheathing, etc., by 
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being friendly, we make out our specifi- 
cations, combine them, thereby taking ad- 
vantage of the car load price and freight 
rate. 

We want something to show our gov- 
ernment that we are doing our part to 
help pay off the enormous debt that is 
such a serious question at this time. 

I tell you friends, we were a long time 
waking up to the fact that more can be 
accomplished by being friendly, honest 
and sincere, than by using hostile 
methods. 

We have got past the time when we 
thought we were so darned busy trying 
to break even. By overlooking which is 
to my opinion ‘the most valuable asset 
we can have; that is, the making of a 
friend out of your so-called competitor. 

Boys, the time to be friends in busi- 
ness instead of competitors is not com- 
ing, it is here. 

Other lines of business are friends. 
Cities, states and nations all over the 
world are friends—why—because it pays. 
Why not fall in line ourselves. We will 
make better merchants, better husbands, 
better citizens and when our usefulness 
is over, we can look to the future with 
a better face, and mindful of the old 
phrase, “Peace on Earth and Good Will 
Toward Men.” 

The Question Box subject for 
Thursday's session was “What is it 
you want to know about your busi- 
ness?” and “Store arrangement and 
pricing goods.” Everyone took part 
in these discussions and they were 


voted a howling success. 
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The banquet for members and 
ladies took place in Frederick Hotel. 

Reports of Nominating and Reso- 
lutions Committees were heard Fri- 
day morning. 





George Rehm, President Rehm 
Hardware, Oak Park, IIli- 


nois, Dies at His Home. 


Funeral services were held Sat- 
urday afternoon, January 19, for 


George Rehm, President of the 
Rehm Hardware Company, who 
died on Wednesday at his home, 128 
South Cuyler avenue, Oak Park, 
Illinois. 

Mr. Rehm was 73 years of age, 
and in addition to his widow, he is 
survived by four sons, Irving, Ches- 
ter, Raymond and Alvin. Services 
were held at 2 p. m. at the Evangel- 
ical church, Marion and Ontario 
streets, Oak Park, Illinois. Burial 
was at Forest Home cemetery. 


Advertising Round Table an Important Feature 
of Western Implement and Hardware Convention. 


J. H. DeWild Tells Visiting Members at Kansas City Convention, 
January 15 to 17, Advertising Is Useless Unless It Renders a Service. 


HE Thirty-fifth Annual Con- 
vention of the Western Retail 
Implement and Hardware Associa- 
tion opened its first session in the 
Missouri Theatre, Kansas _ City, 
Missouri, January 15. 
Each session of the meeting was 
well attended by members anxious 
and enthusiastic to give and take 





Secretary 


H. J. Hodge, 
Western Implement and 
Hardware Asso- 
ciation. 


whatever was required of them and 
what was offered to them. 

President A. W. Kavanaugh, 
Alva, Oklahoma, outlined the work 
which the association had accom- 
plished during his administration, 
and made his recommendations for 
the coming year. 


Secretary H. J. Hodge, Abilene, 
Kansas, made his report during the 
first session of the convention. 

He made several recommenda- 
tions pertinent to the questions on 
the List and Discount Method of 
Billing, Advertising, List Price of 
Products, Return Privilege on Re- 
pairs, Delayed Invoice Service, and 
the Standardization and elemina- 
tion. While reading his address, he 
made verbal explanations to the rec- 
ommendations wherever he thought 
them necessary for a clearer under- 
standing of the principles involved. 

The various services which the 
association affords its members 
were also reviewed by Secretary 
Hodge. 

“Your Freight Audit Department 
has during the past year collected 
$3,163.53, the total collections 
amounting to $31,304.93; for the 
month of August the collections 
were over $800.00 ; in October about 
$500.00. Every dollar of these col- 
lections is velvet to you, and the 
“service of this department in check- 
ing your expense bills is worth more 
than the expense of membership, 
even though no overcharges are 
found,” said Secretary Hodge. 

The Advertising Round Table 
was a big feature in the convention. 

In speaking, J. H. DeWild, Man- 
ager of the Merchants Service De- 
partment of Ely & Walker Dry 
Goods Company, St. Louis, empha- 
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sized the necessity of better adver- 
tising, better displays of implements 
and hardware and better show win- 
dows where possible. 

In the round-table advertising 
discussion, the speaker showed a 
number of stereopticon slides, re- 





producing examples of average ad- 
vertising as clipped from a number 
of daily and weekly newspapers. 
These newspapers had been selected 
at random from seven states and 
“without exception,” stated Mr. De- 
Wild, “the advertisements are very 
poor, them being abso- 
lutely worthless.” 

Advertisement Must Create Desire. 

“An advertisement to be success- 
ful,” said the speaker, “must first of 
all attract favorable attention. The 
copy should be interesting, convine- 
ing and create a desire on the part 
of the prospective customer to the 
point of inducing a reply.” 

Advertising to be effective should 
go beyond the general announce- 
ment stage; must have descriptive, 
informative copy. Money spent for 
newspaper space that simply states 
in a sing-song fashion the names of 
name is a waste of money. 

The speaker advocated increased 
use of direct mail literature, em- 
phasizing the fact that the manu- 
facturers and wholesalers often 
have attractive letters, folders or 
broadsides which can be sent to 4 
dealer’s mailing list. This litera- 
ture, because of its being splendidly 
printed and illustrated, pulls satis- 


most of 











factory returns. The speaker 
further emphasized the point that 
advertising matter should go to 
prospects quite regularly. He 
stated that spasmodic sending out of 
literature is poor practice. 

Lists Mailing Building. 

In building up a mailing list, 
stated Mr. DeWild, dealers should, 
if possible, have an addressing ma- 
chine that will carry the customer’s 
full name and address. There is 
too much literature going out in the 
form of so-called “personal” letters 
which starts out “Dear Sir,” “Dear 
Customer,” “Dear Friend” or “Dear 
Madam.” This sort of salutation 
fails to impress the prospect who 
generally is quite personally known 
to the dealer. For instance, a farm- 
er coming into the store and being 
greeted with the familiar salutation 
“Hello, Bill,” and slapped on the 
back in a friendly manner, feels en- 
tirely different when he reaches 
home and receives a letter from this 
same dealer or merchant which 
starts out with “Dear Sir.” 

The speaker stressed the point 
that it is well worth the expense 
and time to have most letters per- 
sonally filled in with the recipient’s 
name and address and if possible, 
“Dear Bill” or “Dear Jim” or what- 
ever the letter may require. 

Letters going out to the young 
ladies, stated the speaker, fail to 
rouse any great amount of enthu- 
siasm when the salutation is “Dear 
Madam.” You may imagine a 
young lady just out of college and 


living in the country who is quite. 


prominent in society, receiving a let- 
ter from her local merchant with no 
other salutation than “Dear Ma- 
dam.” Particularly do such letters 
receive chilly consideration if they 
are poorly mimeographed or poorly 
Multigraphed. Unless a personal 
letter is neatly done, it should not 
§0 out in the guise of a personal 
letter. 

Quoting from Postage, a well 
known, Direct-Mail publication pub- 


lished in New York, the speaker - 


tead the following concerning per- 
sonal letters : 

“Remember, the first thing about 
the letter (your letter) that is no- 


ticed, is the name, then the opening. 

“The recipient wants to know if 
it is for him—or her—and what it 
is about. 

“If the recipient’s name is at the 
top, where they would naturally 
look for it, they know it is for them 
and will look with more interest to 
see what it is about.” 

Round Table Discussion. 

In the round-table discussion 
Wednesday afternoon, much the 
same program was carried out and 
dealers were present who desired to 
have their advertising criticised and 
suggestions made. In addition to 
the examples shown by the speaker, 
a great quantity of advertising was 
also brought in by Secretary Hodge, 
which contained valuable informa- 
tion. 





Another point of interest was the 
exhibition of a number of window 
backgrounds, practical even to the 
smallest one. These were made 
from wall board and easily made by 
the merchants themselves. Several 
slides showing window trims of a 
seasonal nature were also shown. 
The speaker was insistent on the 
point of dealers being ahead of the 
seasons in their window trims. Sug- 
gestions for displays were given of 
hardware and implements. 

On Wednesday afternoon, Mr. 
DeWild gave a demonstration in 
showcard writing. This was unique 
in that instead of being a plain mak- 
ing of showcards and drawing of 
alphabets, the speaker demonstrated 
from a slide shown on the screen, 
the fundamentals of an easily made 
Speedball Pen alphabet which can 
be mastered within a short time by 
any individual. 

Importance of Show Card Displays. 

The illustrated slides showed how 
easily the letters can be made and 
the fundamental strokes were plain- 
ly shown. The speaker deplored 
the fact that in many of the smaller 
town and cities so few showcards 
are shown in windows and about the 
stores and display rooms. He sug- 
gested to the dealers that if they 
had no one in their own store or im- 
plement house who could do this 
kind of work, they obtain some of 
the practice charts which the speak- 
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er had with him and give some boy 
or girl in their home town a chance 
to take up showcard writing and be- 
come sufficiently proficient to do or- 
dinary work. There is now no ne- 
cessity, stated the speaker, for any- 
one not having sufficient showcards 
and price tickets around their place 
of business. A lack of these indi- 
cations of good selling simply is an 
indication that the merchant has not 
pep enough for even finding a 
method of getting this work done. 
If it can be successfully carried out 
in some small towns, it can be made 
a success in others. Mr. DeWild 
has suggested that he will furnish 
these charts to anyone who may be 
interested. 

Another interesting part of the 
exhibition was the showcard class 
which Mr. DeWild held, explain- 
ing where supplies for this work 
might be obtained. 





Wants Repairs for Wringer 
on Alamo Double Washer No. 3. 


To AMERICAN ARTISAN: 

Can you tell us where we can se- 
cure repairs for wringer on Alamo 
Double Washer No. 3? 

Yours very truly, 
JouNnson PLUMBING AND HEATING 


CoMPANY. 
——, Iowa, January 10, 1924. 





Not Blowing Our Own Horn— 
Our Friends Do It for Us. 


To AMERICAN ARTISAN: 

Will you kindly renew my sub- 
scription for 1924? 

In this connection, I wish to state 
that I have enjoyed AMERICAN 
ARTISAN, issue by issue and page 
by page, for several years. I have 
not only found it to be a personal 
pleasure to read its pages, but it has 
proven to be a commercial benefit, 
in the way of a buyer's guide. 

We are located in a town of 1,800 
people, with.a modern store in every 
respect, and have often been com- 
plimented in having the most up- 
to-date store in the state for the 
size of the town. 

But we are not so selfish as to 
give ourselves the entire credit for 
the arrangements and manner in 
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which our store and business is run: 

We used AMERICAN ARTISAN [to 
guide our steps aright. 

And now thanking you for past 
favors and wishing you a happy 
and prosperous New Year, we are, 

Yours truly, 
WrIGHT & PATTERSON. 
L. E. WriGHrT. 
Bethesda, Ohio, January 8, 1924. 





Why Some Clerks 
Don’t Get On. 


They talk a great deal, but say 
very little, because they do no think- 
ing or studying. 

They look into everything, but 
see nothing, because their brains are 
not developed. 

They have a hundred irons in the 
fire, but none of them are _ hot 
enough to be welded. 

When told to do anything, they 
stand around and ask questions in- 
stead of going to work and using 
their intelligence. 

If called upon in an emergency, 
they tell you that this or that is the 
work of some one else—that it is 
not their work. 

They are half-hearted and lacking 
in energy, originality, push and per- 
severance. 

They are not reliable. 

Their minds are not on_ their 
work. 

They are careless and make mis- 
takes. 

They think only of their salaries. 

They are superficial and do noth- 
ing well or thoroughly. 








Coming Conventions 


Mountain States Hardware and Im- 
plement Association Convention, City 
Auditorium, Denver, Colorado, January 
22-24, 1924. W. W. McAlister, Secre- 
tary-Treasurer, Boulder, Colorado. 

Kentucky Hardware and Implement 
Association, Louisville, January 22-25, 
1924. J. M. Stone, Secretary-Treasurer, 
202 Republic Building, Louisville. 

Sheet Metal Contractors’ Association 
of Indiana, Hotel Severin, Indianapolis, 
January 29 and 30. Leslie W. Beach, 
Richmond, Indiana, is Secretary. 

Indiana Retail Hardware Association, 
Inc., Convention and Exhibition, Cadle 
Tabernacle, Indianapolis, January 29, 30, 
31, February 1, 1924. G. F. Sheely, Sec- 
retary, Argos. 

Nebraska Retail Hardware Associa- 











tion, Lincoln, Nebraska, February 5 to 
8, 1924. George H. Dietz, Lincoln Ne- 
braska, Secretary-Treasurer. 

Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Milwau- 
kee Auditorium, February 6, 7, 8, 1924. 
George W. Kornely, Manager of Ex- 
hibits, 1476 Green Bay Avenue, Milwau- 
kee. P. J. Jacobs, Secretary-Treasurer, 
Stevens Point. 

Michigan Retail Hardware Conven- 
tion and Exhibition, Grand Rapids, Feb- 
ruary 12, 13, 14, 1924. Karl S. Judson, 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. A. J. Scott, Secretary, 
Marine City, Michigan. 

Iowa Retail Hardware Association, 
Des Moines, Iowa, February 12, 13, 14 
and 15, 1924. A. R. Sale, Secretary- 
Treasurer, Mason City, Iowa. 

The Pennsylvania and Atlantic Sea- 
board Hardware Association, Incor- 
porated, Convention and Exhibition at 
the Philadelphia Commercial Museum, 
Philadelphia, Pennsylvania, February 
12, 13, 14 and 15, 1924. Sharon E. 
Jones, Secretary-Treasurer, Wesley 
Building, Philadelphia. 

Illinois Retail Hardware Association, 
Hotel Sherman, Chicago, Illinois, Feb- 
ruary 19, 20 and 21, 1924. Leon D. Nish, 
Secretary-Treasurer, Elgin, Illinois. 

Ohio Hardware Association, Conven- 
tion and Exhibition, Cincinnati, Ohio, 
February 19, 20, 21 and 22, 1924. James 
B. Carson, Secretary, 1001 Schwind 
Building, Dayton, Ohio. 

New York Retail Hardware Associa- 
tion Convention and Exhibition, Febru- 
ary 19, 20, 21, 22, 1924. Headquarters, 
McAlpin Hotel, and exhibition at Seven- 
ty-first Regiment Armory. John B. 
Foley, Secretary, 412-413 City Bank 
Building, Syracuse, New York. 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, 
Mechanics’ Building, Boston, February 
20, 21, 22, 1924. George A. Field, Sec- 
retary, 10 High Street, Boston, Massa- 
chusetts. 

North Dakota Retail Hardware Asso- 
ciation Convention and Exhibition, 
Municipa) “aditorium, Fargo, February 
20, 21, 22, 1924. C. N. Barnes, Secretary, 
Grand Forks. 

Michigan Sheet Metal and Roofing 
Contractors’ Association, February 25 to 
28, 1924, Hotel Kerns, Lansing. F. E. 
Ederle, Secretary, 1121 Franklin Street, 
S. E., Grand Rapids, Michigan. 

Missouri Retail Hardware Association 
Convention and Exhibition, Marquette 
Hotel, St. Louis, February 26, 27 and 28, 
1924. F. X. Becherer, Secretary, 5106 
North Broadway, St. Louis. 

Minnesota Retail Hardware Associa- 
tion Convention and Exposition, St. Paul 
Auditorium, February 26, 27, 28, 29, 1924. 
C. H. Casey, Secretary, Jordan, Minne- 
sota. 

California Retail Hardware Imple- 
ment Association Convention and Ex- 
hibition, Civic Auditorium, San Fran- 
cisco, March 18, 19, 20, 21, 22. 1924 
LeRoy Smith, Treasurer, 112 Market 
Street, San Francisco. 

Southeastern Retail Hardware and 
Implement Association, composed of Ala- 
bama, Florida, Georgia and Tennessee, 
Convention and Exhibition, Atlanta, 
Georgia, May 27, 28, 29, 1924. Walter 
Harlan, Secretary, 701 Grand Theater 
Building, Atlanta. 

Hardware Association of the Carolinas 
Convention, Wrightsville Beach, North 
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Carolina, June 17, 18, 19, 1924. T. w 
Dixou, Secretary-Treasurer, 717-716 
Commercial Bank Building, Charlotte 
North Carolina. 


South Dakota Retail Hardware Asggo. 
ciation and Exposition, Coliseum Build. 
ing, Sioux Falls, March 4, 5, 6, 7, 1924 
C. H. Casey, Secretary, Jordan, Minne. 
sota. 

Spring Convention of American Hard- 
ware Manufacturers’ Association, Roose- 
velt Hotel, New Orleans, Louisiana, April 
8, 9, 10 and 11, 1924. Frederick p. 
Mitchell, Secretary-Treasurer, 1819 
Broadway, New York City. 

Annual Convention of Southern Hard- 
ware Jobbers’ Association, April 8, 9, 10 
and 11, 1924, at Roosevelt Hotel, New 
Orleans, Louisiana. John Donnan, Sec- 
retary-Treasurer, Room 821, American 
National Bank Building, Richmond, Vir- 
ginia. : 

National Warm Air Heating and Ven- 
tilating Association Convention, Hotel 
Winton, Cleveland, Ohio, April 16 and 
17, 1924. Allen W. Williams, 52 West 
Gay Street, Columbus, Ohio, Secretary, 








Retail Hardware Doings | 

















Illinois. 
Jim Walker and Lloyd Brown have 
purchased the W. L. Alexander Mer- 


cantile Company at 13 West Side 
Square, Jacksonville. 

The F. E. Kelly Hardware store at 
Galva has been purchased by Hatherty 
and Elblom, present proprietors of a 
tin and plumbing shop in Galva. 

Iowa. 

After thirty-two years of continuous 
business at the same location, E. A. 
Stephenson has sold his interest in the 
Stephenson Hardware Company at 
Lowell to J. C. Jackman. The firm 
will hereafter be known as the Watton- 
Jackman Hardware Company. 

P. M. Meade of Brighton has moved 
his stock of hardware and implements 
from the McCoy Building to the Brier 
corner room. 

Tupper and Odden’s hardware store 
at Osage has been damaged by fire. 

Carl Arnold of Portsmouth has pur- 
chased the Hilyard-Liston hardware 
store at Cumberland. 

Massachusetts. 

Edmund L. Dragon and R. L. 
Streeter have organized a new hard- 
ware concern under the name of 
Dragon and Streeter, and expect to be 
open for business at 423 High Street, 
Holyoke, by February 15th. 

Nebraska. 

C. J. Werner has sold his business 
and hardware stock at Wymore to Roy 
Howe. 

Oregon. 

Bend Hardware Company, Bend, 
has been incorporated with a capital of 
25,000. Incorporators are: George 
J. Childs, A. O. Schillings and F. 
Dement. 

Pennsylvania. 

At Danville, fire of unknown origin 
badly damaged the Welliver Hardware 
Company’s warehouse. 

Texas. 

The McAllen Hardware Company 
and the Borderland Hardware Com- 
pany of McAllen have been consoli- 
dated. 
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To Increase New Range Sales Make Satisfactory 
Disposition of Old Stove for Customer 


Take Advantage of This Point in Your Advertisements 
in Addition to Economy and Dependability Features. 


VERY retail stove merchant 
E got up on his toes with the ad- 
vent of 1924, and from now on the 
stove sale cash register will sing a 
merry tune—it will if the right kind 
of action is taken by the individual 
to whose ears the sound of a cash 
register “‘sale’” ring is music, and 
we don’t mean maybe. 

Regardless of what other methods 
the retail stove merchant employs 
to increase his stock turn, there is 
one problem which he cannot over- 
look—not even if he would—and 
that is the question of what ‘dispo- 
sition can be made of the old stove. 
Answer that question .satisfactorily 
for the person to whom you wish 
to sell, and you remove one of the 
greatest stumbling blocks which con- 
fronts the salesman today. Sooner 
or later you've got to meet this 
question and the sooner you do, the 
sooner you will be able to place the 
new range where the old one threat- 
ened to stand for another year. 

This question is not confined to 
the stove industry by any means. 
Divers methods have been devised 
for the disposition of used automo- 
biles, and in this latter field the un- 
scrupulous dealer in used cars be- 
came so numerous and obnoxious to 
the legitimate salesman that the 
poor car owner crawled back into 
his cell and decided not to buy in 
sheer desperation. This was very 
discouraging to the legitimate auto- 
mobile salesmen, and, of course, as 
was to be expected, the salesmen 
got together and formed a plan of 
disposing of used cars which was 
advantageous to the customer first 
and then to the dealer himself. 

We merely mention this because 
it illustrates what other industries 
have been up against with this same 
problem, in order to show how they 
have met the problem so as to sat- 
isfy the customer. 

We may for convenience say that 


the potential customers of every re- 


tail stove merchant are divided into 


two classes; namely, those who de- 


mand the best and latest develop- 

ment, and those who are perfectly 

satisfied to buy a rebuilt stove. 
Now, if you were to make it pos- 


sible for a man in class A to dispose 
of his old stove at a reasonable fig- 
ure, you are not only making that 
sale, but you are also releasing the 
it becomes 


rebuilt stove so that 


available for the man in class B, thus 


making two sales. 


And the beauty 
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Is it broken? 

Is it rusted out? 

Has it grown so wasteful of fuel 
and g-nerally unsatisfactory that you 
have to discard it? 

Or, ig it getting to look so badly 
that you just want a new one? 

No matter what your experience 
has been, note this: 

yay is the ane discard- 
ing your range—that thing cannot 
pointy happen to the Monarch. 


Our prices are most 
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Come and let us tell ad) this wonderful ranges, 
we you obout 











The Monarch is made of malleable 
iron that cannot break. 


The Monarch is protected against 
rusting out by its Vitrifused Flues. 


The Monarch’s riveted joints 
stay tight forever so that it gives the 
same satisfactory and economical ser- 
vice after years of use as when new. 


The Monarch is easy to keep clean 
and looking like new for many, many 
years. 


cian aun 


G. M. NICHOLSON 


INGS AND FUNERAL 
DIRECTING 
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VIVE; TVG YC, © | 


\NAL ae 
<q) MALLE ABLE x 
ee aE Te rT | 


When Your Range Wears 
Out—Consider Why 


SPECIAL—Prices are $100.00 for 19 
inch oven range. 


COMPLETE HOME FURNISH- 
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of it all is that the two customers 
are better satisfied; the first be- 
cause he has been able to procure 
the new stove or range with all the 
latest developments, and the second 
because he has received a rebuilt 
stove from a reliable dealer which 
will serve his purposes. 

Of course, no one would advocate 
selling a rebuilt stove to a man who 
was a possible prospect for a new 
range. But your aim is to satisfy 
two very different types of people, 
and you have got to satisfy them if 
you expect to make permanent cus- 
tomers of them. 

Now, the vehicle which you will 
use to instruct your possible cus- 
tomers is, of course, advertising. It 
can't be anything else. Three- 
fourths of all the buying done in 
this country today is done by the 
women, and the greater share of the 
other fourth is done due to the 
women’s influences. All right! 
Then appeal to the women in your 
advertising, and above all tell the 
truth. You'll get farther and sell 





The RED CROSS 
Coal-Gas Range 





SOLD BY 


J.A.BEST & CO. 


440 North 10th &t. 











Figure 2.—Passive Type of Adver- 
tising. 


HARDWARE 


more stoves that way than any other. 

In Figure No. 1 we have repro- 
duced a stove advertisement of G. 
M. Nicholson, Newman, Illinois, 
pushing the Monarch range. 

The ad is got up very well and is 
bound to attract attention. The ap- 
peal is clearly and definitely defined 
and the illustrations are also good. 

Some action could have been 
profitably introduced which would 
have added pulling power to the ad. 

In Figure No. 2 is seen the pas- 
sive type of stove advertisement. It 
is passive because there is nothing 
in the ad which would create a de- 
sire to own a Red Cross coal-gas 
range in preference to some one of 
the other very numerous makes. 


The advertisement perhaps served 
the purpose for which it was con- 
structed to a satisfactory degree, but 
were it to come into direct compe- 
tition with other ads offering simi- 
lar products, it may possibly suffer. 

In Figure No. 3 is found a de- 
cidedly progressive advertisement, a 
sort of “reason why” copy, with an 
attention attracting headline. 

In Figures 4 and 5 again we see 
an effort made to move stoves by 
playing up the usefulness, as well 
as substantial construction. 

This is not enough, however, for 
copy meeting keen competition. Su- 
perlatives should be omitted from 
advertisements. Superlatives only 
express superiority when used prop- 
erly; when used to excess as they 
have been in advertising they don’t 
mean anything. 

Some hints about good buying 
may not be amiss at the beginning 
of the new year. 

Good buying is one of the best 
safeguards against the accumulation 
of dead stock. Good buying does 
not consist in getting the goods at 
the lowest possible figure, but rather 
in gauging accurately the quantity 
of any article that your community 
wili absorb within a- given time. If 
your possible sales of an article in- 
side a reasonable time are, at the 
most, two or three dozen, it is not 
good buying to order a gross on the 
chance that you will sell them just 
for the sake of a somewhat lower 


price. For what you gain on the 


RECORD 





‘Priced From $52.50 
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Get Ready 
For Cold Weather 
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Auto Hot Blast 


Heaters 
INSURE PROPER 
HEATING 
Don’t delay buying that 
Heating Stoves, as. cold 
weather wil! soon be bere, 
The Auto Hot Blast offers 


everything to be desired in 
a heating store. We have a 
sizé to suit your nced. Priced 
according to size from 


$29.00 DOWN TO $16.60 





POINTER RANGES 
BAKE BES? 


A wonderful Range, made 


to last. A’ fuel saver in’ ev- 


ery sense of the word. Bakes 
evenly and perfectly. Con- 
tains muny features not 
found iy other coal ranzes. 

Down 


to $45 09 


J. O. Sourbeer & Co. 
204-206 FE. Main St. 
“Your Neighbor Trades 
With Us. Why Not You?” 


— 
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articles you sell will be lost, perhaps 
many times over, in the articles you 
have to carry over from year to 
year or ultimately to sell at a sac- 
rifice. 

A fruitful source of dead stock 
is a momentary selling enthusiasm 
for some line of goods. * The trav- 
eler gets you enthused, fills your 
mind with brilliant schemes for put- 
ting the stuff across, and you order 
more than you should. By the time 
the goods arrive your enthusiasm 
has pretty well evaporated. You 
find that selling the stuff is going to 
be a bigger job than you imagined. 
The result is that you put the goods 
in stock and leave them to sell them- 
selves—and ultimately you take a 
loss in order to unload them. 

Learn to read your inventories 


- 


intelligently. 





Stockholders Bridge & Beach 
Manufacturing, St. Louis, Elect 
New Directors and Officers. 


At the Stockholders’ meeting of 
the Bridge & Beach Manufacturing 


AMERICAN ARTISAN 


Company, St. Louis, Missouri, 
Tuesday, January 15th, the follow- 
ing directors were re-elected: Hud- 
son E. Bridge, L. H. Booch, Henry 
C. Hoener, John F. Shepley, Louis 
H. Riecke, Laurence D. Bridge, and 
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dent, Henry C. Hoener; Secretary, 
Louis H. Riecke; Superintendent, 
Laurence D. Bridge; Assistant Sec- 
retary, George Leighton Bridge; 
Assistant Treasurer, A. F. Gam- 
meter. 





ments and conveniences. 


which we erc showing on our sample floor. 


AKRON’S POPULAR STOVE STORE 


We are offering the largest line of the most up-to-date stoves manufactured teday featuring all the very, latest improve- 
Every stove buyer should see the 200 different styles of gas and coal stoves for cooking and heating, 


Reliable Gas 
Ranges 


Reliable stoves are equipped with 
tho LORAIN HEAT REGULATOR 
whigh is the greatest belp in baking 
and cooking and one of the most | cive you more beat than other stoves 
valuable improvements to the opera: 


The We 
Wonderful 
Hot Blast Air-Tight 
Heating Stoves 





because they burn the smoke and 

















“Isn't it a dandy?"’ 





thon of a gas range. Rehable stoves | coal gases, which usually go to 
are attractive, durable and eco- | waste thru the chimney. Reduces 
. nomic in consumption of fuel your coal bill and doubles your 
RELIABLE . heating ¢apacity. - 
ANGLBON See the Domestic and 
San J New Akron Gas Buy the Best 
GAS RANGES Ranges And Enjoy the Best 


THE BORN STEEL COAL RANUWES with the new improvements are now shown on our floor. You will 


KITCHEN HARDWARE AND LAUNDRY APPLIANCES 


THE MEESE-REINKER CO. 


16-18 N. Howard St.—8 Doors North of Market St. 



















Figure 4—Why Net Display Some Action in Advertisement Illustrations? 


am 
George Leighton Bridge. 
President and Treasurer, 


E. Bridge; 


New Globe 
Hot Blast 


Correct in principic—beautiful in 
design—heavily nickeled—fautlessly 
constructed—a perfect stove for all 
kinds of fuel. 

Yes, it actually burns every parti- 
cle of smoke in this stove. The result 
js just twice the the heat. Smoke is 
nothing more than- unburned coal. 
Why not use this-unburned coal? 

In offering you the new Globe Hot- 
Blast we can truthfully say that it is 
the greatest soft coal burner in the 
world; a stove that is in a class by 
itself—a stove without a competitor. 
We claim that our new heater will 
burn any kind of fuel more economic-. 
ally, will consume the smoke and soot 
more completely, will heat the base, 
floor and room more thoroughly, and 
will hold fire just as long as. any 
heater ever made. 


1. C. Porter Hardware Co. 


Just Three Doors North of Sandusky St. 


Figure 5.—Smoke Burning Feature Makes Good Advertising Point. Avoid 


Superlatives. They 





Don’t Mean Anything. 


The 
Board elected the following officers : 
Hudson 
Vice-President and 
Manager, L. H. Booch; Vice-Presi- 


Warmack-Williams Stove Com- 
pany, Arkansas, to Purchase 
New Equipment. 

New equipment will be purchased 
probably for the plant of the War- 
mack-Williams Stove Company, 
1601 North Sixth Street, Fort 
Smith, Arkansas. The company re- 
cently was incorporated for $30,000 
to manufacture gas stoves and 
ranges. George Warmack is presi- 
dent; George H. Williams, vice- 
president; Hill Williams, secretary 
and treasurer, and John Warmack, 
general manager. 

The same men hold the same 
offices in the recently incorporated 
Fort Smith Stove & Foundry Com- 
pany, South Fort Smith, Arkansas. 
This company has a capitalization 
of $30,000 and will manufacture 
wood and coal stoves and also will 
conduct a general foundry business. 


Rockford Stove Works, 
Tennessee, to Increase 
Size of Plant. 

The Rockford Stove Works, 
Rockford, Tennessee, is making ar- 
rangements to increase its plant 
through the addition of a depart- 
ment to make hot blast heaters and 
nickel castings. Harry Howard is 
manager of the plant. 
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Business Outlook Strengthened By Gain in Unfilled 
Orders and Rise in Credit Resources 


Weakness of All Foreign Exchanges Exerts Depressing Influence on 
Non-Ferrous Metals—Bituminous Coal Strike Threatened for April |. 


HE domestic outlook has been 

decidedly strengthened by re- 
cent events. Most important of 
these have been the gain in unfilled 
orders, the better prospects for the 
Mellon bill in congress and the rise 
of credit resources. 

Abroad the situation is badly 
mixed. French and British ex- 
changes continue extremely weak, 
just as the expert commission to ex- 
amine Germany’s fiscal condition 
starts its work. The presence of 
able American financiers upon this 
committee gives promise that it may 
offer the world some solution of the 
reparation problem. 

Sterling is down partly because 
liquid capital is fleeing to America, 
against the expected rise of labor to 
full power. The expressions of 
Ramsey MacDonald have been reas- 
suringly moderate, yet a capital levy 
is part of labor’s program. 

The Supreme Court decision, last 
Monday, upholding the recapture 
clause of the Transportation Act of 
1920, is undoubtedly, largely re- 
sponsible for this week’s buying 
movement in the low priced railroad 
stocks and bonds. It is expected 
that half of the excess earnings 
(above 6 per cent) of the prosper- 
ous roads will be turned over to and 
used for the benefit of the most 
needy roads. 


Copper. 
-. Business in copper is without im- 
provement. Producers are freer 
sellers at concessions. Electrolytic 
is offered today at 12.50 cents de- 
livered for shipment over the first 
quarter of this year. Second hands 
are reluctantly following producers. 
Consumers remain very conserva- 
tive, showing small disposition to in- 
crease buying even at 12.50 cents 
delivered. Some larger orders, 
however, are understood to have 
been placed recently by foreign con- 
sumers. 


The further drop noted in prices 
in Europe today was more the re- 
sult of depressed sterling exchange 
than of larger offerings by dealers. 

Chicago sheet copper price was 
held 20'4 cents; mill base, 19% 
cents, 

Tin. 

Tin prices have risen over 49.00 
cents for spot in the face of declin- 
ing exchange rates. Spot has been 
commanding a premium of % cent 
in New York, due to scarcity of 
January arrivals, but no immediate 
pinch for tin is manifest. January 
deliveries are estimated to be not 
over 5,200 tons, probably less as 
stormy weather is delaying some 
steamers. 

The tin market this week has 
been largely a professional affair 
and the advance in prices was 
brought about by operators’ pur- 
chases both here and in London. 
This buying, however, came from 
influential quarters and was of the 
nature that invariably affects prices. 
The rise in London amounted to £8 
15s on prompts and £8 5s on futures 
and about 114 cents to 15¢ cents 
New York. 

The general situation as regards 
supply and demand is the same as 
previously outlined and with con- 
sumption running in excess of pro- 
duction, an acute scarcity is only 
prevented by the release of the Pool 
stocks in the East. 

Pig and bar tin Chicago quota- 
tions were 50.12™%:and 52.124 re- 
spectively. 

Zinc. 

The zinc market has experienced 
active buying by galvanizers for 
first quarter shipment, but the past 
two days the market has been quiet 
and prices eased to 6.35 cents, East 
St. Louis, for prompt shipment. 

A fair interest a'so has _ been 
shown in brass special, at 10 points 


premium over prime western. 

December deliveries increased a 
little. 

The American Zinc Institute sta- 
tistics for December show that the 
production of slab zine during that 
month was 46,485 tons, and the 
shipments were 40,811 tons, so that 
the stocks in smelters’ hands were 
increased 5,674 tons, the amount on 
hand December 31st being 36,578 
tons. 


Lead. 


The lead market has continued 
extremely strong, with sales of Jan- 
uary and February shipment at 8 
cents, East St. Louis and 8.25 cents, 
New York, while March-April ship- 
ments have sold at 7.90 cents, East 
St. Louis, the contract price of the 
leading interest, established January 
10. 


American pig lead Chicago quota- 
tions were, 8.25; bar, 9.50. 


Solder. 


Chicago warehouse 
solder are as follows: Warranted, 
50-50, $31.75; Commercial, 45-55, 
$31.00, and Plumbers’, $29.75, all 
per 100 pounds. 


Wire and Nails. 


Makers of wire and wire prod- 
ucts at Chicago find their business 
increasing weekly. Operations, how- 
ever, have not yet been changed as 
increased demand found _ stocks 
fairly large. The fencing business 
is getting into its spring stride. De- 
mand for nails is good. Although 
jobbers have bought heavily of wire 
and wire products it is evident they 
have not placed all of their first 
quarter needs. Prices are well 
maintained. 


Bolts and Nuts. 


Specifications for bolts and nuts 
at Chicago continue good and al- 
though one maker is not finding 
business up to its liking, the general 


prices on 
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situation is splendid. Implement 
makers look for the best season in 
several years and have been specify- 
ing bolts and nuts freely. Specifica- 
tions from automotive interests are 
good. Jobbers are specifying freely 
but apparently stocked well before 
the recent firming in price. Prices 
are holding at 60 and 10 off. 


Tin Plate. 
Specifications from 
plate users due for March ship- 
ment have already been received. 
With one producer, three of its 
large customers already have speci- 
fied for March delivery also and 1,- 
500,000 base boxes additional are 
expected to be specified within the 


many tin 


next two or three days. ° 

Larger tin plate consumption is 
promised for 1924 and is practically 
assured if the present rate of ab- 
sorption by canmakers is any cri- 
terion. 

With heavy backlogs tin plate 
prices are firm on the basis of $5.50 
per base box of 100 pounds, Pitts- 
burgh. Independents are averaging 
between 90 and 95 per cent, some 
operating practically full. 

Relatively few inquiries are ap- 
pearing since most buyers have pro- 
tected themselves. 

One piece of new business involv- 
ing 80,000 base boxes was recently 
closed by a large maker here. 


Sheets. 


Much of the present sheet busi- 
ness being written on the books of 
sheetmakers is in the form of actual 
specifications against contracts 
which as yet have not been signed. 
This is particularly true of full 
finished automobile sheets, the buy- 
ing of which is continuing at a high 
rate. Stocks everywhere are low 
and all purchases are for immediate 
shipment. 

Consumption apparently is pro- 
ceeding at a high rate and this is 
true of other lines since diversified 
buying is the rule among practically 
all sheet producers. 

Prices are fairly firm, only an ex- 
ceedingly small percentage of the 
output of black sheets being avail- 
able at under 3.85 cents; blue an- 
healed being firm at 3.00 cents ; gal- 
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vanized being available only oc- 
casionally at under 5.00 cents, and 
full finished automobile sheets hav- 
ing firmed up considerably on the 
basis of 5.35 cents until between 90 
and 95 per cent of the full finished 
sheet output of the country is being 
sold on that basis. 

Sheet manufacturers are greatly 
encouraged over the prospects for 
the first half and report that both 
users and jobbers are buying heavily 
for first quarter delivery with some 
willing to talk about second quar- 
ter requirements, since a bituminous 
coal strike for April 1 is threatened. 


Pig Iron Buying Fair 
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Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $17.50 to $18.00; 
old iron axles, $26.00 to $26.50; 
steel springs, $19.25 to $19.75; No. 
1 wrought iron, $15.50 to $16.00; 
No. 1 cast, $18.00 to $18.50, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pounds: Light copper, 9% cents; 
light brass, 6 cents; lead, 4% cents; 
zinc, 4 cents, and cast aluminum, 


16 cents. 


and Prices Hold Well; 


Industry Operating at 75 Per Cent Capacity. 


Orders Booked for First Half of January Show Consider- 
able Improvement—Marked Gains from Implement Industry. 


NOTHER coal miners’ strike 

in April is expected by the 
steel industry. To what extent such 
a tieup would check the recovery in 
general business is, of course, prob- 
lematical. But the steel mills are 
preparing for the contingency by 
piling up the largest coal reserves 
in their history. 

“The approach of the soft coal 
conference in Florida has brought 
up the possibilities of a strike and 
its effect on the steel industry,” the 
Iron Age says. “Opinion leans to 
the expectation of a strike and a 
later compromise, with non-union 
fields meanwhile making a larger 
contribution to steel works than in 
the strike of 1922.” The /ron Trade 
comments that “Talk of a possible 
coal strike in April is beginning to 
receive attention from buyers and 
sellers and is having some influence 
on future policies.” 

Otherwise, the situation is fairly 
good. The industry as a whole is 
operating around 75 per cent of 
capacity, with the Steel corporation 
doing about 85 per cent. This is, 
in both cases, a gain of about 5 per 
cent over December. 

The Chicago district is making 
the best showing, but in all districts 
there is gradual resumption of idle 


furnaces. 


Orders booked during the first 
half of January showed a consider- 
abie improvement, with marked 
gains from the farm implement in- 
dustry and continued generous buy- 
ing by the railroads, which last week 
purchased 4,277 cars. Heavy orders 
from automobile plants also mark 
the resumption of higher production 
schedules in that industry, which 
expects to operate practically at 
capacity during the first half of this 
year. 

With heavy melting steel selling 
above basic pig iron at certain points 
in the Pittsburgh district, consider- 
able activity, much of: it of specu- 
lative character, has been stimulated 
in the latter grade. Cleveland sell- 
ers have inquiry for about 75,000 
tons of basic iron which includes 
tonnage for two Ohio steel plants 
in addition to a large amount for 
brokers. Valley basic is well held 
at $22 though late sales have been 
made at $21 western Pennsylvania 
furnace. In general, pig iron buy- 
ing is fair with prices holding well. 

Southern iron is stronger with 
sales at $22 Birmingham. 

The scrap market is strong with 
A Wheeling 
15,000 


9? 


a—— 


some grades scarcer. 
interest bought 12,000 to 
tons of heavy melting steel at 
delivered. 








Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly, 





PIG IRON. 
Chicago Foundry. . 23 50 
Southern Fdy. No. 
eocserseseesece 27 Ol to 28 01 
— Sup. Char- 

Oe eae dcibeaernes 29 04 
Malleabie iceutradwe 23 50 
venee wAlsrt BRIGHT 

ATES. 

Per Box 
IC 14x20 112 sheets wee 45 
Ix OS err 4 05 
IxXxX 14x20 56 sheets i? 57 
IxXxX BOs So eveseees 18 12 
IXXXX BOs 1400008025 18 65 
Ic 20x28 112 sheets 27 50 
Ix er 29 85 
IxxX 20x28 56 sheets 16 15 
IXXX Pee 17 20 
cee: i —.) ee 18 26 

TERNE PLATES. 

Per Box 
IC 20x28, 40-lb. 112 sheets $25 60 
IX 20x28, 40-lb. “ ” 28 60 
IC 20x28, 30-lb. ‘“* = 21 80 
IX 20x28, 30-lb. “* a 24 70 
IC 20x28, 25-Ib. “ oe 20 80 
Ix 20x28,25 Ib. ms ~ 23 70 
IC 20x28, 20-lb. “ - 18 30 
IV 20x28, 20-lb. “ ‘3 21 15 
IC 20x28, 15-lb. “ “ 17 05 
IC 20x28, 12-lb. “ si 15 75 
IC 20x28, 8-lb. “ = 14 05 


COKE PLATES. 
Cokes, 80 lbs., base, 20x28.$13 85 
Cokes, 90 Ibs., base, 20x28. 14 10 
Cokes, 100 Ibs., base, 20x28. 14 45 
one. 107 Ilbs., base, IC 


AEE Ee eee 14 85 
Coxes, 136 lbs., base, IX 
i a Schl a cr emia 4% 17 40 
oan. ae Ibs., base, 56 
PE crak) eatews tee wen oe 9 75 
Cahea. “iis Ibs., base, 56 
MD asec sed eennneea dw 10 65 
Cokes, 198 Ibs., base, 56 
PE “avescaweescccesnan 11 70 
BLUE ANNEALED SHEETS. 
DEE tne oc acpltea?eaie per 100 lbs. $3 50 


ONE PASS COLD ROLLED 
BLACK. 


eer per 100 Ibs. $4 50 
>, hs osxe see per 100 lbs. 4 55 
eh ie a.60eee tows per 1001lbs. 4 60 
ek S6csenanneoe per 100 lbs. 4 65 
Me Becccnccocees per 100 lbs. 4 70 
Cy BObceccendaes per 100 lbs. 4 75 
GALVANIZED. 
Pe Bhs ccceceseun per 100 lbs. $5 10 
Bh ROMs wcewe ss per 100 lbs. 5 25 
eS ae per 100 lbs. 5 40 
| SRS per 100 Ibs. 5 55 
ae per 100 Ibs. 5 70 
>, Se: per 100 lbs. 5 85 
is =r per 100 lbs. 6 35 
BAR SOLDER. 

Warranted. 

De. weeaceud per 100 Ibs. 31 75 
Commercial. 

 . AS per 100 Ibs. 31 00 

Plumbers ....per 100 Ibs. 29 75 

ZINC. 

ee a 7 45 


SHEET ZINC, 


Cask lots, stock, 100 Ibs... 11 00 
Less than cask lots, 100 Ibs. 11 50 


BRASS. 
Sheets, Chicago base........ 19%c 
ET RD vain eet an en wa 17%ec 
Tubing, brazed, base........ 24%c 
_. aes ares 17%e 
COPPER. 
Sheets, Chicago base........20%ce 
ee ee eee 19%ec 
Tubing, seamless, base...... 23c 
Wire, No. 9 & 10 B. & S. Ga. 
FOE Oe Pee oe Te Fee ee 16%c 
Wire, No. 11, B. & 8S. Ga....16%c 
LEAD. 
American Pig ..........+.- $8 25 
Be : ottntens sted eee eehenr au 9 50 
Sheet. 
Full Coils..... per 100 Ibs. 10 75 
Cut Coils......per 100 Ibs. 11 75 
TIN. 
ee en steed per 100 Ibs. 50 12% 


and ave per 100 Ibs. 52 12% 





HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 


ADZES 
Coopers’. 
DE Scadadcncoeea aca cee Net 
, gs Per errerrTerTrTe ry S Net 
AMMUNITION. 
Shells, Loaded, Peters 
Loaded with Black Powder 18% 
Loaded with Smokeless 
Reenter 18% 
Winchester. 
— Repeater 
(ms <erwdesee ee & 4% 
suschealess Leader 
ee 20 & 4% 
Black Powder ........ 20 & 4% 
ee. SU Svecscnnces 20 & 4% 
DE: nt teicnneegeonn en 20 & 4% 
Be GD. eeesccvescue 20 & 4% 
Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&744% 
- 9-10 gauge 10&7%% 
™ 11-28 gauge 10&74%4% 
ASBESTOS. 
Paper up to 1/16....... 6c per Ib. 
DOOTUOE  occcsceeeets 6% Cc per lb. 


Millboard 3/32 to %....6ce per lb. 
Corrugated Paper (250 
sq. ft. to roll)....$6.00 per roll 


AUGERS. 

Boring Machine.......... 40&10% 
CRPPOMOET ES TEGE oc ccccccvcees 50% 
Hollow. 

Stearns, No. 4, doz...... $11 50 
Post Hole. 

Iwan’s Post Hole and Well 35% 

Vaughan’s, 4 to 9 in..... $15 60 

AXES. 


First Quality, Single 
Bitted (unhandled), 3 to 
4 TB, POF GOB... ...ccccs $14 00 
Good Quality, Single 
_— same weight, per 


$0.60 0e0C00 860000048 00 
BARS, CROW 
eee. S Bhs BP Bi ccdcccsccs $ 80 
eh ae ae Me ess 0-0:004004 1 40 
Pinch Bars, 
 - & f aaeerrrr ee 1 60 
BARS, WRECKING. 
ae er Pie ebeceseaecged $0 34 
iy a eh  Pitadensen0sb ees 0 43 
We OP ae OE Bee cc ccc scesees 0 57 
ee eS errr 0 48 
>. | Se ere 0 63 
BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each.$ 27 


Screw Driver, No. 1, each. 16 
Reamer, No. 80, each...... 41 
Reamer, No. 100, each.... 41 
Countersink, No. 13, each... 20 


Countersink, Nos. 14-15, each 27 
BLADES, SAW. 

ood. 

Atkins 30-in. 


7 


De  ehkeeen 40 26 
$8 90 $9 45 $5 40 
BLOCKS. 
MN xwaccdnccceacescveees 45% 
PED Sideswaskmataxevsue ead 45%, 
BLOW TORCHES (See Firepots). 
BOARDS. 
Stove. Per Doz 
ae” wecwwere damag $23 90 
Wash, 
No. 760, Banner Globe 
Pres per doz. $5 25 
No. — Banner Globe 
CHE. ccncace perdoz. 6 75 
No. 801, Brass King, 
bine Ae aa ae rdoz. 8 25 
No. 860, Single—Piain 
RES Pes) Se ae 6 25 


Carriage, Machine, etc. 


Carriage sizes, 
smaller and shorter... 
smaller and shorter.... 


longer than %x4. 
tove 


eee eee ee eee 


Hot Air Pipe Cleaning. 
Bristle, with handle, each.$0 


g- 
Steel Only, each 


Copper Burrs only 


, antique copper or dull 


34%4x3%—per dozen pairs $3 
ae «ace es = 40 


or 


Heavy Bevel steel inside sets, 


per dozen sets 
keyed front vonne” . 


front door sets, 


CEMENT, FURNACE. 


American Seal, 5 lb. cans, net$ 
i i 


Asbestos, 5 Ib. cans, net 


Sher. Steel Safety Chain. 


Less than 100 ft., 


Iron Jack Chains. 
Box (12 yds.) 


u 


CHIMNEY TOPS. 


Iwan’s Complete Rev. & 
Iwan’s Iron Mountain :- 


V. & B. No. 25, 
V. & B. No. 25, % in., each 


ay Point. | 
V.&B 
Vv. & B. No. 4 % in 
poner Bevelled. 


% in., each$0 26 


” & B. No. 65, % in 

Socket Firmer. 
V. & B. No. 50, 
CHUCKS, DRILL. 


for Goodell’s Screw 
List less 35-40% 


No. 100, Door (Stearns) 


— 


CLIPS. 
Damper. 
Acme, ig tail pieces, 
OOP Ge. + e000 css eccuen $1 25 
Non Rivet tail pieces, 
ge re eee 25 
COPPERS—Soldering. 


Pointed ae 


3 Ib. and heavier....per Jb. bo 
2% » be enee@eee Sones tec 

-.. Mikeheedhoebesvvsbaee a 4 
Bay Gibatéeutudbes codes “ — $5e 
1 Sha wba be Gb deecaon “ — 60e 

CORD. 

No. 7 Std. per doz. banks. .$11 00 
No. 8 Lid oe “ id »12 60 


CORNICE BRAKES. 
Chicago ous pentins. 


Pee. B UP OD Mev ccdtevccectn 10% 
COUPLING HOSE. 
a ery per doz, $2 20 
CUT-OFFS. 


Kuehn’s Korrekt Kutoffs: 
Galv., plain, round or cor, rd. 





Standard gauge .......++. 40% 
TS DRED. Sec ccecccncceseds 10% 
DAMPERS. 

“Yankee” Hot Air. 
: inch, each 20c, doz...... $1 76 
25c, ~ inaes 2 40 
° = . 30c, when 2 76 
10 ” _ 32c, ” coun 3 00 
Smoke Pipe. 
7 inch, each 35 
8 set ~~ we 40 
9 “oe La 60 
10 oe es 60 
12 “ “ 90 
Reversible Check. 

BS Ome, GOORM.ccccccccccccees $1 50 
9 -  gheeeneeenen sees 1 70 
DIGGERS. 

Post Hole. 
Iwan’s Split Handle 
(Eureka) 


4-ft. Handle...per doz. $14 00 
7-ft. Handle...per doz. 36 00 


Iwan’s Hercules pattern, 


> Ge. adhaeepeeneeess 14 90 
DRILLS. 
Vv. & B. Star, 12-inch Length. 
4, 5/16 and %, each...... $ 26 
» MEE 6cecdastaseneaese 36 
GRR cocercedceescreses 54 
1's CACN ...ceeeeceecrces 81 
Vv. & B. Star, 18-inch Length. 
5/16 and %, each........ $ 33 
Me, GRO cc ccccccecscccces 46 
i GE aSescesenceusvecnt 69 
1%, GOEN .ncccccccccccces 1 06 


DEUOOE 1.0000 c ce css ncesesesees 
Galv. Crimpedge, crated...75% 


ELBOWS—Conductor Pipe. 


MEICOP .cccccccccccccsevcess 
Galv., plain or corrugated, 
round flat 
Crimp, Std. gauge......--- 65% 
SE CED. cdc cccccwcccneees 40% 
B46 GOUBE .ccccccccccccceces 10% 
Square Corrugated. 
WEMOOP cccccccccccscccccece 
Standard gauge .....--+++: 45% 
Be MEE cca vecccccccsoesd 30% 


Portico Elbows. 


Standard Gauge Gustewes Pipe, 
plain er corrugated. 

Not nested ........-+:; 70 & 5% 

Nested solid .......-- 70 & 5% 


ELBOWS—Stove Pipe. 
1-piece Corrugated. Uniters. 


Es. canine wenn x0eKees $1 45 
eee te : . 
TOM ca ccvccncedovceeccees 
d 
Special Corrugate Dos 
ee rere Try TTT eee. $1 45 
SO SRT ert 1 75 











January 19, 1924. AMERICAN ARTISAN AND HARDWARE RECORD 43 


— Celing erection is indoor work. It’s work the sheet metal 
man should handle. It pays two profits, one on the ceiling, 
another on the erection. A little real selling effort will bring some 
good jobs your way in new buildings or old. Better write us today 
for full information on Berloy Metal Ceilings and how we help you 
sell them and erect them. Ask our nearest office for Ceiling Cata- 
log D2 and full information. 


THE BERGER MANUFACTURING CO. 


Canton, O. Boston New York Philadelphia Chicago St. Louis Kansas City 
Minneapolis San Francisco Los Angeles Dallas Roanoke Jacksonville 


is E RLOY METAL CEILINGS | 


—— 








All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Screening, Ventilating and Draining 


mea || Inland Copper 
fp S649 FILLMORE ST.- ee LL..U. S. At gf Alloy Sheets 


Steel Ceilings BLACK 
Side Walls and Cornices GALVANIZED 


Only first quality material used 
Many neat designs of character. BLVE ANNEALED 


Write today for our complete cata- 


log giving descriptions and prices. IN LAN] D STEEL COM PANY 
THE W. J. BURTON CO. Works: — 


elite Indiana Harbor, Ind. Milwaukee St.Louis 
IL nection ae Reet Roterel St. and Detroit, Michigan Chicago Heights, ILL. St. Paul | 
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Uniform, Collar Adjustable. 
OZ 


D 
fT A, Sr Sa $2 00 
CHIME 2. cc cescccccscccccvecce 2 10 
RNGEE oo va S 00 She cee e be bees 2 60 
WOOD FACES—50% off list. 
FENCE, 

,.. 2... eae 60% 
Lawn bee kee hee week 753% 
FILES AND RASPS., 
Heller’s (American) ....... 60-5% 
ENO, cccctectcvest seus 65-5% 
SD Us a aca tt eal oh re ae eee 50-10% 
Se ee 50-5% 
SRE al a SG ASA A 50-10% 
CePGRe WOSOOTR wcccectccss 50-10% 
Kearney & Foot........... 50-10% 
Pn. dns te ee wte ecee 50-10% 
EY «a 6a \e ah wae eae eae 50-10% 
EE «tcc tehecbendeapecsens 60% 
FIRE POTS. 


Ashton Mfg. Co. 
Complete line 
Firepots and Torches... .52% 
Otto Bernz Co. 
No. 1 Furn. seetene with 


large shield, 1 gal..... 6 75 
No. B Furn. Kerosene, 1 

I sack tach fae fe tia dion Mee tecie 15 12 
No. 10 Brazier, Kerosene 

or Gasolene, 10 gals... 47 527 
No. 5 Torch, Gasolene or 

Kerosene, 1 pt 7 92 
No. 83 Torch, Gasolene, oI 

WRRTS ccncsccescosesecs 40 
No. 86 Torch, Gasolene,1 

Pe atiercmceieweeeseeeeee 4 05 


Clayton & Lambert’s, 
East of west boundary line of 
Province of Manitoba, Canada, 
No. Dakota, So. Dakota, Ne- 
braska, Kansas, Oklahoma, Am- 
— San Angelo and Laredo, 
Texa 2% 
West “of above boundary line. 48% 


Geo. W. Diener Mfg. Co. Ea. 
No. 02 Gasolene Torch, 1 
aia alty tee ace de ao olka $5 55 
No. 0250, Kerosene or 
Gasolene Torch, 1 qt... 7 50 
No. 10 £4Tinners’ Furn. 
Square tank, 1 gal..... 12 60 
No. 15 Tinners’ Furn 
Round tank, 1 ‘gal..... 12 00 
No. 21 Gas _ Soldering 
RE rr ee 
No. 110 Automatic Gas 
Soldering Furnace .... 10 50 
Double Blast Mfg. Co. 
Gasolene, Nos. 25 and 35...60% 


Quick Meal Stove Co. 


Vesuvius, F.O.B. St. Louis 30% 
(Extra Disct. for large 
quantities) 

Chas, A. om Ine. 
Pe EG eeceteacenece $ 9 00 
“8 on Dinestaenewbe 12 00 
as © i cintdeanens 13 50 
“ ™ Mises eeancevees 15 00 
™  Bitticvneewcen 19 00 


FREEZERS—ICE CREAM. 
Peerless and Alaska 


Se ¢esdeéeesecseas can $2 95 
0 rr eee 3 45 
DE: acncadaeceasanseeee 410 
White Mountain 
=r $3 50 
DE, RienkGdbe ous caidas 4 90 
See “ei kubcbadandcecséens 5 70 
GALVANIZED WARE. 
Pails (Competition), 8 qt...$1 85 
ee eer eo 210 
aS ER ee CERNE fe RERE 2 30 
BOGS sLecsebeciheseacens 2 57 
w 7 tubs, OS act wee aang $6 25 
bia ace writ aod A ae aie aes 7 00 
No H pid tiseie huceabeaew aed 8 25 


GARAGE DOOR HARDWARE. 


DOE Wiaccsceedteew enna All net 
GAUGES. 
Marking, Mortise, etc........ Nets 
Wire. 
EE «ot aceoesacees caus 25% 
GIMLETS. 
er ee ee 65% and 10% 
GLASS. 
Single Strength, A and B. 
 — 9A: 3 & 85% 


Double Strength, A, all sizes 84% 
GREASE, AXLE, 


Frazers’ 

1-lb. tins, 36 to case, 

le I c-cd ae oee.e $ 4 70 
3-lb. tins, 24 to case, 

FE PO Ee 7 80 
5-lb. tins, 12 to case 

i MER” Gverttaecasa ds 7 20 
10-1b. tins, per dozen.... 10 40 
15-lb. tins, per dozen.... 13 80 
25-hb. tins, per dozen.... 19 80 
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HAMMERS, HANDLED. 
All V. and B. Each, net 
Blacksmiths’ Hand, No. 0, 
i icsetehansee ve whee 1 00 
Engineers’ No. 1, 26 oz. 1 00 
Farrier’s, No. 7, 7-0Z....... 93 
Machinists’, No. 1, 7-0z..... 78 
Nail. 
Vanadium, No. 41, 20-0z 
OO RA SPO ee 1 59 
Vanadium, No. 41%, 16-0z. 
St a tune es eecnrsdeeies 1 59 
Vv. & B., No. 11%, 16-0z., 
GO. nb k064040 0800806006 1 61 
Garden City, No, 111%, 16- 
Me sateen ceucnd es 75 
Tinner’s Riveting, No. 1, 8- 
GE, GROOM secccccccvessess 79 
Shoe, Steel, No. 1, 18-oz., 
PT eer erTeTeTTT CT ree 65 
Tack. 
Magnetic. 

No. 5, 4-0z., each ...... 81 
HAMMERS, HEAVY. 
Farrier’s, No. 10, 10-oz. ...$1 01 
HANDLES. 

Axe. 
Hickory, No. 1....per doz. 4 00 
Hickory, No. 2. 3 00 


lst quality, second growth 6 00 
Special white, 2nd growth 5 00 


Chisel. 
Hickory, Tanged, Firmer 
eeeorted = ..cccess per doz. 55c 
Hickory, Socket, Firmer, 
Aemertes ccccccec per doz. 70c 
se aah een anee per doz. $1 20 
Hammer and Hatchet. 
ee FO Ore $0 90 
Second Growth hickory, 
i aA rao 50 
Soldering. 
Se errr ee $2 40 
HANGERS. 
Conductor Pipe. 
Milecor Perfection Wire... .25% 
Eaves Trough. 
Beeel WAMMNTE ..- ccccccscces 30% 
Triple Twist wire .........+.. 10% 
Milcor Eclipse Wire......... 20% 
Milecor Triplex Wire ........ 15% 
Mileor Milwaukee Extension.15% 


Milcor Steel (galv. after form- 
SD EAE WONG. ccc cscccces 12%4% 
Milcor Selflock E. T. Wire, 


Se SE Gonecenaeheues ous 40% 
HASPS. 
Hinge, Wrought, with staples. 
Net 
HATCHETS. 

Vv. and B. Supersteel. Each 
Broad, No. 1, 24-o0s....... $1 43 
er. Bi Be BOOB ncosecee 1 25 
SEGUE, IO. B, BST-OB.cccccces 1 37 
Claw, No. 1, 19-08....--.0. 1 31 
Flooring, No. 1, 20-0z..... 1 43 
Shingling, No. 1, 17-oz.... 1 20 
Lathing, No. 1, 14-0z..... 1 20 
Lathing, No, 2, 17-0z..... 1 25 

Vanadium Steel. 

Half, No. 63, 22-0z....... $1 82 
Underhill Pattern Lathing, 
SOOM, BE GE. ocecesccses 2 29 
HINGES. 

Heavy Strap, in Bundles. 

4 inch, dozen prs. ....... $1 12 

- va ~~ “eteewne 1 57 
6 ” - — Pree 1 93 
8 " - w) Sansa ae 3 21 

Extra Heavy T in Bundles. 

4 inch, dozen prs. ....... $1 74 

5 - ” ~. whebane 1 85 

6 de "a 7 Seeaee 2 31 

8 ” "7 = 6 6‘pebedees 3 95 
HOES, 

GE kr ctcebedcdede dcaedeus Net 
HOOKS. 

Box. 

V. and B. No. 9, each....$0 26 

Conductor, 

i. ee ted eens 6 es-04 
“Direct Drive’ Wrought 
Iron for wood or brick 15% 

Cotton. 

V. and B. No. 8, each... 24 

Hay. 

V. and B. No, 1, each.. 26 


Bar Meat. 
Vv. an No. 26, %” 
are eer 09 
V. and B. No. 28, %”, 
GEE 26s ti eekeescaak es 16 
Screw Meat. 
V. and B. No. 2, per gro. 6 50 
Butchers’ “‘S.” 
V. and B. No. 6, each.. 08 
V. and B. No. 8, each.. 11 
HOSE. 
Per Ft. 
Be - 2 ply molded. .9%c to 12%c 
5% - in. “ eee aa 8i4c to 10c 
% -i wrapped ...... 13%e 
HUMIDIFIERS. 
“Front-Rank,” Automatic. 
Tm GUMGIO. 100W .ccccccccsces 50% 
In lots of 10 or more... .50-5% 
In lots of 25 or more. 50-10% 
Vapor pans, etc., each..... 50% 
. IRONS. 
Sad, 
Genuine Mrs. Potts, nickel 
DERGOG, WOF GEE ccccceses 55 


Asbestos No. 70, per set. 2 10 

Asbestos No. 100, per set. 2 30 
E. C. Stearns’. 

No. OA Corner, doz. sets.$2 50 

No. OB ” " 2 75 


KNIVES. 
Butcher. 
“Vo. Handles, 6-inch 
DE wénesetkvkenoweneeas 25 
Beechwood Handles, 


Dn: cktuwdhekececectes 25% 
ae ~ tree Handles, 3-inch 
DEED. v06000eeeheaews on ne 25% 

Cer TED cs cccovensesss 25% 

Drawing. 

CONGR cccccveccccerceess 25% 
DEED ss eaxaceanceaces 25% 
Barton’s Carpenters’ ...... 25% 
Hay. 
Iwan’s Solid Socket........ 25% 
DC <cccccna tahoe teed ad 25% 
Iwan’s Sickle Edge ....... 25% 
Iwan’s Imp’d Serrated...... 25% 

Hedge. 

CD accdcccconetosess 25% 
re Gk B esecdeaccces 25% 

Putty. 

COMAMBOR csccccsccesgeccees 25% 
Ee chsehenesdbewenanke 25% 

Scraping. 

Beech Handles ........... 25% 
Fg BVOC TET TUTE 25% 
KNOBS. 

Door. 

Mineral .......... per doz. $2 00 

Ser pee 2 00 

eae ” 2 00 
LADDERS. 

Step. 
ee 8c 
Common, with Shelf, add 10c 
BIA 6 bee sendeagcesescoéses 34c 
Challenge, 6 to 9 ft........ 55c 
Se Oe We Uk. écawt ocdcmecsens 0c 
Kant-Break, per lineal ft...75c 

LANTERNS. 
Per doz 

Monarch tin, hot blast..... $ 8 25 

Dietz No. 2 cold blast..... 13 00 

BOGE CURUIRE 2 ccccvcvcccses 8 25 

Competition lanterns No. 0 
SEED she eceveeesscnces 90 

LAWN MOWERS. 

SE i.nnGeeneeeens ee ence $5 20 

DE. - st bee tbh denen seeaean 5 85 

Ball Bearing. 

4 blade, adjustable bear- 

ing. 
Se -csgenwe 4OKe ewe deed $5 20 
De” dsnacdeeesvcezteiee vies 7 80 


LEATHER BELTING, 
From No. 1 Oak Tanned Butts. 


Extra heavy, 18-0z........ 35% 
Ps SEO. cise sect cctes 40% 
Medium, 14%4-o0z, .......... 40% 
Bets SOON. scecccescqeeess 50% 


LEATHER LACING. 
Cut, strictly Ne. 1....... + 45% 


RECORD 


January 19, 1924 


LEVELS. 
Disston, No. 28 Asst....... $22 05 
ee No. 18, 20 in., each 1 83 
“ No. 22, 24 in., each 2 40 
a Shafting, 6 in...... 19 8 


“ “ 


6 in. gr. glass 24 20 


. we. DME os cine 5 75 
- oe Be eee 12 40 
” 24-26 in., each..... 1 02 
. 28-30 in., each..... 1 00 
LIFTERS, 
Stove Cover. 
Coppered ........ per gro. $6 
| ™ “ 7s 
LOCKS. 
Barn Door. 
No. 60 Stearn’ 8..per doz. $11 00 
No. 80 = 20 00 
MALLETS. 


Carpenters’. 
Fibre Head No. 2, per doz.$12 00 
= No, 3, on 15 


; 50 

‘i No. 3%, “ 20 50 
Round Hickory, per 

divikurgwena doz. $3 00— 5 00 

Tinners’. 

EE per «<loz.$2 25 
MATS. 

Door. 

National Rigid...... 5&10&5% 
Acme Steel Flexible....... 50% 
MITRES. 

Galvanized steel mitres, and 
caps, end pieces, outlets...30% 

BENOGE ccccceceusccesscecesss 

Galv. one piece stamped..... 410% 

MOPS. 

Cotton, Star (Cut Ends). 
Pounds 12 15’ 18% 24!-3-oz. 
Per doz. $4 00 4 35 5 50 7 00 

TORCOCPTIRO 2c ccccccccsesecs 16%% 

Pe ee Pee eee 50 & 5% 

NAILS. 

eer rer ere ee $4 70 

eR nb cue bheka dee news 4 70 

Wire. 

GOTAMBOM 2 ccc cccccccscces 3 20 
Cement Coated ..........- 3 40 


NETTING, POULTRY. 


Galvanized before weav- 


SF ccrsecesesassaceseas 45-10% 
Galvanized after weav- , 
DRT cwacaceverseoedscdecseuns 45% 
NIPPERS. 
Nail Cutting. . 
V. & B. No, 30......-s-e00: 73¢ 
Double Duty. 
V. & B. No. 60.....0-+5005: 76c 
Hoof. 
I 5. Kexicdewedaxs 40 & 10% 
V. & B. No. 52, each...... $2 25 
NOZZLES. 
Hose. 
Diamond P < 5 75 
Magic * ce ee per doz. $9 50 
OILERS. 
Chase Pattern. 
Brass and Copper.....-+++: 10% 
Zinc Plated .........-: 40 & 5% 
Railroad. és 
rr rn te 20 & 5% 
Coppered ......-....+--50 & 5% 
Steel. ; 
Copper Plated .....--- 70 & 5% 
OPENERS. 
Delmonico ...... per doz. $1 30 
Never Slip......-- ” 60 
Crate. 
V. & B...per doz. $7 25—11 00 
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| Everything Used in Sheet Metal Work 











OR 
68 N°, 
8 Te 


GUARANTEED 


0 € 
“o stxX 
40 POUNDS COATING 





A brand almost as 
old as the tin-plate 
industry in this 
country—it identi- 
fies a product that 
has stood the test 


of time. 


Supplied in IC and IX 
thickness; 112 Sheets 
per case; 20x28; the IC 
gauge will weigh about 
246 Ibs. net. 





Since 1872 


We offer the trade a thoroughly 
dependable service based on over 
50 years of experience in supplying 
the needs of Sheet Metal Work- 
ers and Furnacemen. Our con- 
stant growth—an ever-increasing 
list of satisfied customers—testify 
to the quality of Osborn Products. 


Catalog No. 24, ready for distribution 
very soon, will be sent at your request. 


The J. M. & L. A. Osborn Co. 


CLEVELAND | OHIO 








VENTILATORS | 


We carry a full line of the below named well 
known ventilators: 





EARLE IWAN’S 
PERFECTION STANDARD 
HERCULES “STAR” 
AMERICAN-LARSON 
We can make prompt shipments on your orders 
for anything in the sheet metal line. 


Try us—write for catalog today 


| BERGER BROS. CO. 


229 to 237 ARCH STREET 


|| WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET 
| PHILADELPHIA, PA. 





MORE PROFIT—LESS WORK 
AREX Ventilators are built in tremendous quanti- 


ties and are therefore low in price in spite of ex- 
cellent aeons and iccbenaeme Cuvest 
design gives them three times the capacity of or- 


ventilators 
Extensive advertising build : large sales—ata better 
profit for you. 


AREX COMPANY 


J.C. Kernchen, Pres. 
1581 Conway Building 


HE ORIGINAL SIF 








1} 
S "ANDARD no equal for chimney purposes. All jobbers sell them— 
write your jobber or us for prices and catalog today. 
Manufactured by 
STANDARD VENTILATOR CO. 


DS. oong, oe with high stacks, swings freely in the 
Lecesendgadtiedy cures down-drafts. The 
3 Dix a4 most efficient combination to be had. Has 





VENTILATOR and CHIMNEY CAP 


LEWISBURG, PA. 























Efficient, Durable, Economical, The Most in Price and Service 


















3332-3352 South Artesian A 
Telephone: Lafayette 1862-1863 PULL 


AEOLUS VENTILATORS 


Made in all sizes of all metals. We make guick shipments. 


ZZOLUS DICKINSON CO. 
Ly A Makers Since 1888 
CHICAGO, ILLINOIS 


CONSTANT 











PAILS, 
Cream. 
14-qt. with gauge, 
re ey per doz. $9 50 
18-qt. without gauge, 
hbsceoudewae'n's < per doz. 11 00 
20-qt. without gauge, 
beeceeeecesenee eee per doz. 11 75 
Sap. 
10-qt., IC Tin .per doz. $4 00 
12-* oe es a 5 50 
Stock. 
Galv. qts. 14 16 18 20 
Per doz. $9 75 10 75 12 75 14 50 
Water. 
Galvanized qts. 10 12 14 
Per GOR .cccs $5 75 6 60 7 25 
PASTE. 
Asbestos Dry Paste: 
BOOER. HOSTER 2 cicccccess $15 00 
BOO-0M, BOPTVEL 2.202 cccces 8 00 
Se OD cb ventamenaee 3 25 
SO, DD a cccecicccvese 1 00 
Be, GE oc cdacsccsccss 55 
2%-lb. cartons ........ 30 
PINCERS. 
All Vv. & B. 
Garpentare’, cast steel, 

He ce 6 8 10 12 
Each $0 43 $0 *. $0 61 $0 71 
Blacksmiths’, No. 10........ $0 64 
PIPE. 

Conductor 
“Interlock” Galvanized. 
Crated and nested (all 
eee Te 0-20% 
Crated and not pee 
(all gauges) §..... «+++ .60-15% 


Square Corrugated A and B and 


Octagon. 
PE, dra dpaida dea gee 60-10% 
28 rn ee ree. 60-10% 
26 - Perr rrr rr. 60-10% 
24  pkvienenecennens 60-10% 
“Interlock.” 
Crated and nested (all 
BAMSOS cccccece noeeens 60-20% 


Prices for Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
more Metal and Keystone C. B. 
on application. 


Stove. Per 100 joints 
26 gauge, 5 inch E. C. 
_" " Bee $17 00 
26 gauge, 6 inch E. C 
DEON ec cccccceaccese 17 00 
26 gauge, 7 inch E, C 
MONO cccccccccccecese 19 00 
28 gauge, 5 inch E. C 
rere re 14 00 
28 gauge, 6 inch E. C 
GEG ce cecccsccoccoses 15 00 
28 gauge, 7 inch E. C 
MEE Gataivoe ds evceee 17 00 
30 gauge, 5 inch E. C. 
GEE ghee were wressves 12 00 
30 gauge, 6 inch E. C 
GE 6 ne SS 4s 0c 8 80:0 es 13 00 
30 gauge, 7 inch E. C. 
EE ab wae enn 6 6620S. 15 00 

T-Joint Made up, 

DEE deka saeco per 100 35 00 

Furnace Pipe. 

Double Wall Pipe and 
DE “ew aes epee cess 40-10% 
Single Wall Pipe, Round 
Pipe Fittings ........ 40-10% 
Galvanized and Black 
Iron Pipe, Shoes, etc. .40-10% 
Milcor Galvanized .......... To 
PLANES. 
Stanley Iron Bench.......... Net 
PLIERS. 

(Vv. & B.) 

Nut, >: MMs csssesceee $2 60 
ee a ls we ec cne ‘ 64 
BRO, BR, GOO ccc cectss 69 

Gas, No. 7%, @@CR.......c00% 55 
~ -m& 6, OROR...... ee 61 
> Spee Eee Gs 6 cv eocveeses 7 

Lining or Crimping. 

Wes 36, GBGM ...ccccvose ee 64 

Button’s Pattern. 

Pt ME gcccscvscesaeed 61 

WOO. GORE cc ccccccce soenne 74 

Double Duty, No. 106...... 50 
POINTS, GLAZIERS’. 

No. 1,2 and 3..per doz. pkgs. 65c 


AMERICAN 


ARTISAN 


POKERS, STOVE. 


Wr’t Steel, str’t or bent, 


cavpnesdnes senene per doz. $0 75 

Nickel Plated, coil 
UNE tos danee 1 10 

POKERS, FURNACE. 
DE - dadesesneewdenen xeweee $0 50 
PULLEYS. 

Furnace Tackle....per doz. $0 60 

ee MD Sencddcestccence 6 00 
Screw (en- 
cased)....per doz. $0 85 

Ventilating Register. 

De Ge. cues dewerdaceeu $9 00 

Cee. SOF PO. cc cccvvens 0 30 

Large, per pair........ -. 0 50 
PUNCHES, 

Machine. Each 
V. & B., No. 11-13, 1%x6..$0 19 
Vv. & B.. No. 90, %x9..... 27 
Vv. & B., No. 10, %x10.... 29 
V. & B., No. 1-6, %4x6.... 12 

Center. 

V. & B., No. 50, %x4. $0 14 

Belt, 

7, & BD, Me. WG-38... $0 24 
Tv. @ Bi Oe BA ORE. 00s 3 80 
V. & B., No| 25, ass’t..... 3 80 

Samson Line. 

Doz. 1 
No. 1 Hand [ “Tess 2.” 40% 
1 3 doz. lots 
No. 3 Hand .Less 40 & 5% 
No. 6 doz, lots or 
oo more ..Less 50% 
j Less than doz. 
—~—r lots... Less 25% 
) Doz. lots or 
more...Less 40% 

Extra Punches and Dies _ for 

Samson: 
fr Less than doz. 

No. 1 Hand lots...Less 25% 
Doz. lots, 

No. 2 Hand|_...... Less 334%% 
3 wen lots, 

No. 4 Hand -Less 40% 
6 ‘doz. — 

No. 3 Bench or mor 


-Less 40 *é 10% 


PUTTY. 
Commercial Putty, 100-Ib. 
er re 3 55 
QUADRANTS. 
Malleable Iron Damper...... 10% 


FLOOR Bott AND 


DERS 
Cagt BGM. sccescvteccccs 25% 
Steel and Semi-Steel......... 40% 
RE ge ee ee 40% 
Adjustable Ceiling 
Se ce 40% 
Register Faces—Cast and Steel 
Japanned, Bronzed and Plated, 
Ge SO BONG c ike weccas ears 40% 
Large Register Faces—Cast 
ee ee ee eee 60% 
Large Register Faces—Steel, 
fs  -. Saree 65% 
ROOFING, 
Per Square 
Best grade, slate surf. prep’d$1 85 
Best tale surfaced......... ‘ 20 
Medium talc surfaced...... 1 50 
Light tale surfaced......... 95 


Red Rosin Sheeting, per ton $72 00 


ROPE. 

Cotton. 
Sisal, 

-_ Gens. eee oe 18%c 

put ada ee<SSCaes oeay 12%e 

Manila, 

Ist Quality standard 

DRIED, 0e cecacveccnewesseens 15%c 

Pe Ph A aN. 14%c 
Hardware Grade, per Ib 12%e 


AND HARDWARE RECORD 


SAWS. 
Butchers’. 
Atkins No. 2, 14-in...... $12 75 
* No. 2, 18-in...... 14 30 
- a eS See 15 85 
e Re GB Geisccces 15 92 
> Bee... F... BOOM cence 18 05 
= Be: FT Bes ccces 20 20 
se es. SB casas 22 36 
Compass. 
Atkins No. 2, 10-in..... $ 5 45 
. No. 10, 10-in..... 5 60 
Blades, No. 2, 10-in 3 25 
" = No. 2, 10-in. 3 30 
Cross-Cut. 
Atkins No. 221, 4-ft...... $3 03 
a ee. BR, Shas c ves 4 45 
No. 221, 8-ft.. 6 07 
Hand, 
Copper Burra oOmby...cccccccs 30% 
= No. 96, 20-in...... 21 7 
Hand and Rip. 
Atkins No. 54, 20-in..... $19 50 
o No. 54, 26-in..... 24 40 
¥ No. 53, 16-im..... 18 10 
ee. Ge Desc cs 22 90 
. No. 53, 24-in..... 26 60 
= No. 53, 28-in..... 31 45 
a No. 53, 30-in..... 34 15 
Keyhole. 
Atkins No. 1 complete...... $3 10 
- No. 2 complete...... 3 70 
Miter Box. 
Atkins No. 1, 4x20...... $32 65 
” oe. 3, Bea esas 38 00 
- Me. 8, GRBBscccse 2 20 
Pruning. 
Atkins No. 20, 13-in........§ 8 45 
No. Se, BPGesteawe 18 15 
Wood. 
Atkins No. 2028.......... $719 
= D- Cb wateunews 8 75 
ie Bek. Weed cowcends 15 50 
~ i BO ca cdanens 16 56 
SCRAPERS. 
Box. 
No. 6, six blades each...... 25 
Hog. 
a MD ci o6s05eeken wes 25« 
Floor (Stearns). 
Pe es inc div ceudses $11 50 


SCREEN DOOR HINGES, 


Cet TROM 6 vc ccvceces gross $13 00 
DE setae etmiceonte = 9 50 
SCREWS. 

Wood. 
Pe. Be SR cescicdences 80% 
a eee . 18% 
a Bee oncastactvoann 74% 
Se BO ee 76% 
Re ee, Sc acneecaeeeesen 74% 
Sheet Metal. 
No. 7, %x %, per gross$0 55 
No. 10, %x3/16, per gross 75 
No. 14, %x %, per gross 90 
SCREW DRIVERS. 
Uncle Sam Standard Head. 
S SO, Sc cccccsesess $ 45 
SCOR, COG. ccc ccc cece 62 
8 inches, each..........: 68 
BS eee GRGR. «cc cxsccce 1 02 
Uncle Sam Insulated Head. 
BS COR, GRO. ce ccccccces $ 49 
5 inches, each........... 57 
8 inches, each........... 7 
13 inches, ench........0.. 1 14 
SETS. 
Nail, 
Vv. & B. 
No. 100, in eee 
DEE svcsasesond doz. $1 55 
No. 100, in wooden bezes, 
bRGCWOCES BE SCersed doz. 1 58 
No. 30, assorted..... doz. 39 
No. 5, in cardboard boxes, 
op eecsecceoeececes doz. 1 25 
No. 5, in wooden boxes, 
bsaoes Seuseeeeanas doz. 1 30 
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Rivet. 
V. & B. 
Farmers’ ...... $0 15 
Tinners’ 3-4..-........... 0 49 
° Seb asatewe 
— «. 0 60 
Atkins No. 10....per d0z.$3 8% 
5 No. 12... . 8 20 
SHEARS 
P 
Nickel Plated, Straight, a” $13 
- ce ra 14 
8” 16 86 
Japanned, Straight, 6” 11 06 
; mores 1840 
, 8” 13 8 
SHEARS, TINNER®S’ @ 
MACHINISTS’, 
SD ote aerate weg .$22 00 
Lennox Throatless, 
es “De. cneeeebas «85% 
i. rr 
(f.0.b. Marshalltown, Iowa.) 
Peerless Steel Squaring. 
Foot Power. 
No, 1—30”, 18 ga. cap. 15% 
No. 2—36”, 18 ga. cap...... 15% 
No. 4—52”, 18 ga. cap. + 15% 
No. 10—120”, 22 ga. ans. - 15% 
No. 4A—52”, 16 ga. cap... .15% 
Cast Iron Foot Power. 
No. 01, 30”, 18 ga. cap.....15% 


Power Driven. 
(No, 100 Series, 2 


No. 142—42”, 18 ga. cap. 

(No. 200 Series, 2 Shaft U 
neath Drive.) 

No. 242—42”", 14 ga. cap.. 


(No. 300 Series, 3 Shaft U 
neath Drive.) 


No. 342—42”, 10 ga. cap.. 
No. 372—72”, 10 ga. cap.. 


Shaft Drive,) 


15% 
nder- 


16% 
nder- 


15% 
15% 


(No. 600 Series, 3 Shaft Under- 


neath Drive.) 
No. 596—96”", 10 ga. cap.. 


No, 600 Series, 
neath Drive.) 


No. 6120—120", 3/16” cap.15% 
SHINGLES, 
Per Square 
Zinc (Illinois) .. $18 06 
SHOES, 
Milecor. 
Galv. Std. Gauge, .Plain or : 
corg. round flat crimp...65%; 
26 gauge round flat crimp...40% 
24 gauge round flat crimp.. 10 
Caom@uctOr 6... ccccccccesess 
SHOVELS AND SPADES. 
Coal. 
Hubbard's. 
No. A B Cc D 
1 $16 00 1510 14 465 13 70 
2 16 35 15 60 14 85 1416 
3 16 75 16 00 16 25 14 40 
4 17 10 16 35 16 60 14 86 
Post Drains & Ditching. 
Hubbard’s. 
Size A 
See $17 15 $16 #0 $15 “65 
. are 17 50 16 75 16 00 
me sacnvr 17 85 1710 16 85 
SY Ssewwe 18 20 17 45 16 70 
ae ovbace 18 55 27 80 17 06 
Alaska Steel. 

D-Handle .... per doz. $3 50 
Long Handle .. : . 3 00 
SIFTERS. 

Genuine Hunters, doz $2 50 
SKATES. 

Ice, Men’s and Boys’. Per Pair: 

Key Clamp—rocker—bright 
BOEGN sccctcnsonceseced $ 76 
Key Clamp—rocker—nickel ‘ 
DO Ca camnasenes 1 
Kay Gomp—cedhes _ ‘pol- 86 
CE ctwadusqeses sans 
Kay Clamp—rocker — pol. 16 
Skate outfits ......-. o* ‘ 
Women’s and Girls’, os 
*” Ke Clam rocker 
4 apie becky. 1 +4 
Ice Skate outfit. 
Roller, 
Ball Bearing—Boys’ $1 4 
Ball Bearing—Girle’ 


- 156% 


3 Shaft Under- 
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SHEET COPPER 


FOR ROOFING and CORNICE WORK 














ALSO 
SPECIAL COLD ROLLED RESQUARED STRIP 


Ideal for Conductor, Gutters, Valleys, Flashings, 
Gravel Stops, etc. 












NEW YORK 











CHICAGO 





MERCHANT & EVANS CO. 


PHILADELPHIA 
CLEVELAND 


KANSAS CITY WHEELING 

















Quality & Beauty 
IN 
ART METAL CEILINGS 


AND 


SIDE WALLS 


QUALITY—only first quality material is used in making 
FRIEDLEY-VOSHARDT ART METAL CEILINGS AND 
SIDE WALLS. 


BEAUTY— is necessary for the complete and lasting satis- 
faction of your customers. 


Having one of the finest equipped sheet metal plants in 
the country and employing only skilled workers enables us 
to serve you with QUALITY goods having the BEST 
DESIGNS. 


Write Today for Catalog No. 33 


FRIEDLEY-VOSHARDT CO. 


OFFICE FACTORY 
733-737 S. Halsted St. 761-771 Mather St. 


CHICAGO, ILLINOIS 



























CORTRIG 


METAL SHINGL 


Dipped in Molten Zinc after being cut and formed. 


This gives 
Cortright Hand Dipped Shingles 


a coating on all edges as well as both sides, 
We will be glad to send our book, “Concerning 
That Roof.” 

It describes all the various patterns we make and 
all the different kinds of materials used. 




















\| Philadelphia 


a\iN A 














} TREADLE SHEAR 


This TREADLE GAP SHEAR is 
made in all standard sizes for No. 
14 and lighter gauge sheets. With 
it, - can be squared, trimmed 
or slit. 


We make a complete line of 
shears, punches and bending rolls, 
all sizes for hand or belt drive. 
Write for Catalog “Ss.” 


BERTSCH & COMPANY Cambridge City, Ind. 






TINNERS’ HOLLOW PUNCH 
VE Vs % % 








Write today for descriptive circular giving sizes and prices 


WHITNEY METAL TOOL COMPANY  itocticrat ritinois 





























C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 
Manufacturers of 
SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED AND 
POLISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR 
PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 
Branch Warehouses in New York, Chicago and St. Louis 
Member, Copper & Brass Research Association 























Read the Wants and Sales Pages 





MARSHALLTOWN 


Throatless Shears 


HERE is a machine that will do 
all your sheet cutting. It takes 
sheets of any size and does accurate 
work quickly. It is our No. 18 Hand 
Power Shear, the size for the av- 
erage shop. It is high grade 
throughout, being made of the 
strongest and toughest metals. 
It sells at a price which makes it 
possible for you to own one NOW. 


Address Dept. A. A. and ask for our cata- 
ae Biokoo -_ log and price list covering our entire line. 


MARSHALLTOWN MFG. CO., Marshalltown, Iowa 
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SNIPS, TINNERS’. 
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Mouse and Rat. 


AND HARDWARE: RECORD 


Per Gross 


Clover Leaf ...... TTT... 10% Sure Catch Mouse Traps.$ : 50 
pS rere rr ore 40 & 10% Vim Mouse Traps....... a 2 50 
PE aweccesececencoseeseee - a Short Stop Mouse Traps. 2 40 
ED ace cad wwe de abe a eGR ma ee Net Wood Choker Mouse 
Woes, 6 MGB c ccccvcecce 4 
SQUARES. Per Doz. 
Sure Catch Rat Traps....$ 0 85 
ME i ole eae -Net Dead Easy Rat Traps. coms 0 90 
(Add for bluing, $3.00 per doz. ‘net. ) 
Mitre ee Packed in One Bushel Band Stave 
ee es * % Baskets. 
Try . ecvece eeocerccsece = List per Bushel 
Try parry Bevel eoccesecoccoes Sure Catch Mouse Traps 
, & fC  eaperrrr rrr ” ok: arr $ 6 25 
Pe Swhevecnnes per doz. $6 00 Short Stop Mouse Traps a 
Winterbottom’s ........... CO WED cccccceens 
entorbottours —e — Catch Rat Traps (54 98 
DED cccccrascasesves g 
' STAPLES. Short Stop Rat Traps (54 
Blind. MMOD ahcna ob aawns caer 3 75 
PE saxsenwa per Ib. 2ic@22c 
Butter, Tub........ “ 16@19¢ Assorted Mouse and Rat Traps. 
Fence— List per Bushel. 
Polished -per 100 lbs. $5 45 om Catch i, ee 
; “ raps an at 
Galvanized 6 16 peace lt con. $5 65 
Netting. — Short Stop (216 Mouse 
Galvanized ..per 100 lbs. $6 54 Traps and 26 Rat 
Wrought. MED 6 068680062550050 5 40 
Wrought Staples, Hasps and TROWELS. 
Staples, Hasps, Hooks and Cement. 
Staples, and Hooks and Meee TO. Bi ocean incss $19 50 
OU st eeawnd once 50 & 10% ee i SS 25 50 
SORSTE TOG 4 oc cose 0088 35%. 
. aie tot WINE: 
fhite Cotton. 
s STONES. Eureka, 4-ply ...... per Ib. 30c 
xe. Jute. 
Hindustan per lb. New Nets Cattle Wire — Galvanized 
More Grite ..... Ke a catch weight spool, per ° 
ere ” 3-ply and 6-ply Bale Lots 22%c 
Emery. VALLEY. 
a ae Dar Ges, Te Teeee «| i kb 5 50h 06608 0 <0 be 
Galv. formed FO eee 60% 
Oil Mounted. VENTILATORS. 3 
“7 Hard a 30 to 40% 
No -per doz. New Nets 
Arkansas “Soft. - SES. 
Washita No. 717 - ” * - Hand, 4 . 

a nehes .. 4 5% 
Oil—Unmounted. D  wacccs $11 15 13 00 14 85 
Arkansas Hard per Ib. New Nets No. 701 4 5 6 
Arkansas Soft os DOR sccceecs $11 15 13 00 16 70 

Tay ‘Waite...... is ” No. 1, Genuine Wentworth, 
Queer Creek..... - ey Noiseless Saw....per doz. 9 25 
WHEE, cccences win os No. 3, Genuine Wentworth, 
Noiseless Saw..per doz. 12 75 
Scythe. No. 500, All Steel Folding 
Black Diamond per gro. New Nets Saw ..ccccccevee per doz. 16 00 
CE cencease ” : i. 
Green Mountain. ve ~ WASHERS. 
ee” eee - Over % in. barrel lots 
“—— Quinine OR Ree SN. sewn ssescee $6 25 
aiaewiae aie - e Iron and Steel. 
Red ‘na rama * In. 5/16 % % % % 
10%c 9%c THe 7% 7 2/5c 
STOPS, BENCH. WEATHER STRIPS. 
No. 10 Morrill pat- Metallic Stitched. 
ME sat aartaae per doz. $11 00 in., per 100 ft......... $1 80 
No. 11 Stearns pat % in., De Bee Bevceccccn 2 20 
MO -icesstcsncns 10 00 Wood and Felt. 
No. 15 Smith pat- 5% im., Per 100 ft... cece $1 56 
eee epee i 7 00 Te Us BOS FSO Shoe ciccce ve 1 56 
. WEIGHTS. 
STOPPERS, FLUE | a sr ond per lb. Nets 
ee sh—f. o. b. icago 
} nomnagg “ptipaieateiges ated gos $1 a Smaller lots, per ton....$47 50 
Gem, flat, No. 3.... ” 1 00 ™ HEEL BARROW Ws. 
Common bate |) ae $3 75 
Steel Tray, ompetition.... 4 50 
STRETCHERS. Steel leg, garden .......... 6 00 
Carpet. 
Pe per doz. $3 90 WIRE. 
PP wc avewes be 25 Plain annealed wire, No. 8 
Malleable Iron ... os 70 wee ee. 26 «8609460068 $3 70 
POTOOCIOR ..« ccscs ps 6 30 Galvanized barb wire, per 
eee = 4 50 et th ¢itsnvasadees eae 10 
. Wire cloth — Black pastes, 
Wire. 12-mesh, per 100 sq. ft.... 2 35 
O. 8. Elwood, No. 1 per doz. Nets Cattle Wire—galvanized 
O. S. Elwood, No. 2 catch weight spool, per 
2 aaa 60 
7 Galvanized Hog Wire, 80 rod 
SWIVELS. — oer oom... ey 98 
Malleable Iron ...... per lb. $0 19 Galvanized plain wire, No. 9, 
Wr get | $45 a re 4 15 
rought Stee per gro. § ° Stove Pipe, per stone....... 1 10 
TACKS. WOOD FACES. 
Bill Posters’ 6-0z., 25-Ib 50% off list. 
boxes, __ eee ar 5 
——— oS = as WRENCHES. 
Upholsterers’ 6-oz., 25 Ib... Coes Steel Handle, 6-in...40-10% 
PG Me Dic acncueeceunis 15%e “ “ “ 8-in. . .40-10% 
ve os o 10-in. ..40-10% 
TAPES, MEASURING, ” os 12-in...40-10% 
is Coes Knife-Handle, 6-in..40-10% 
ROT TOE 6.00 sétivee List & 40% ss “ es 8-in. .40-10% 
. “ e 10-in. .40-10% 
THERMOMETERS. ig - * . 12-in. .40-10% 
Tin Case....per doz 80c & $ 1 25 Coes All Patterms....cccce 40-10% 
Wood Backs “9 200 & 12 00 
Glass ..... ee 12 00 WRINGERS. 
No. 790, Guarantee per doz. $55 50 
TIES No. 770, Bicycle 52 50 
Bal ° No. 670, Domestic = 48 50 
He. No. 110, Brighton “ 43 50 
Single Loop, carload No. 750, Guarantee “ 55 50 
Sen «Wesescenness --.75 & 7% No. 740, Bicycle “ 52 60 
Single Loop, less than No. 22, Pioneer ot 29 00 
Oar WED séacres -70 & 15% No. 2, Superb - 29 00 
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